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4 Features This Week 
< q Breaking the Summer Slump 
7 Brief Surveys of Coverages Which Fire and Casualty 
2 Agents Can Solicit with Profit During July and 
oo) August. Descriptions Include Rent and Rental Value. 
ae Golfers’ Liability, Hail Insurance and Insurance for 
Sh Motor Boats and Yachts. 
ne q Rate of Interest Earned 
oe. 
&: The Rate of Interest Earned on Mean Invested Funds 
a by One Hundred Leading Life Insurance Companies 
= from 1911 to 1930. Record Shows That 1930 Rate of 
ae 5.31 Per Cent Equals the Average of Last Five Years. 
>. 
2 @ Monthly Production Calendar 
Ge Chart for Fire and Casualty Agents Lists One Selling 
te Hint for Every Working Day During the Month of 
% August. 
@ Sales Helps for the Life Underwriter 
Continuing the Instructive Series by W. E. Cox. This 
Instalment Presents Actual Sales Dialogues Between 
Underwriter and Prospect. 
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Pep It Up and Make It Snappy 
with Editor’s and Advertiser’s 
Art Sketches 





ARMISTICE 
DAY 


NOV. LIZ 





152 EVENT “Make it brief—Make it peppy—Make it snappy.” 
SKETCHES : 


This is the modern demand pertaining to both edi- 
torial and advertising printed messages, and the Edi- 
tor’s and Advertiser's Sketch Book and Service is 
compiled to help you solve this problem in a most 
practical way. 





150 HUMAN INTER- 
EST SKETCHES 


It contains 1009 COPYRIGHTED and carefully 
selected sketches, each sketch A REAL IDEA in 


printing. 


These sketches are first classified by months re- 
garding their timeliness and seasonableness, and cover 
the entire year. 





Each month’s classification is indexed into seven 
divisions, as follows: Events—Sports—Social—Sea- 
160 SPORT sonable—Human Interest—Decorative—and General. 
SKETCHES 

Furthermore, these sketches are cross-indexed, 
thereby saving time in locating any individual sketch, 

4 thereby giving you a wide choice of subjects under 


)? " each classification. 
4 \ 


Matrices are supplied and oxenges in monthly pat 
PRINTED PAGE. A great time saver in locating SKETCHES 
any individual matrix for immediate use. 





There are 152 Event sketches covering every im- 
portant Holiday, Seasonable Feature, and Special 
Events of the year. 160 Action and Atmosphere Sport 
sketches. 78 Social sketches such as Bridges, Teas, 
Theatre, Weddings, Dances, ete. 121 Seasonable 
sketches including border designs for each month, 
78 SOCIAL Calendar cuts, Colonial cuts, Zodiac signs, ete. The 
SKETCHES 150 Human Interest illustrations all show action 
which compels attention. The 228 Decorative illus- 
trations are the kind that add grace and atmosphere 
to the printing page. And the 120 General illustra- 
tions are all selected because of their general printing 120 GENERAL 
use. SKETCHES 
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THE SPECTATOR COMPANY 
243 West 39th St., New York 


Send further particulars regarding 
the Editor’s and Advertiser’s Art 





Return this coupon for 


sample pages and further 








information. : 
Sk i 
121 SEASONABLE Sketches and Service. 7 
SKETCHES ‘ 
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This Week: 


@ The rate of interest earned for life in- 
surance companies is shown in a table 
which includes 100 life companies that 
write between 85 and 90 per cent of all 
the life business in the United States. 

* 7” - 


@ Rent and rental value insurance is dis- 
cussed in an article which also gives special 
attention to tornado rent insurance. 

- * * 


@ The monthly calendar, showing how fire 
and casualty agents may well plan each 
working day in August, appears on pages 
10 and 11. 


e 8 © 


@ W. F. Cox’s article, “Sales Help for the 
Life Underwriter,” is an important link in 
the chain of practical, common sense articles 
which have aroused much favorable com- 
ment from SPECTATOR readers. 

* * * 


Next Week: 


@ Life insurance needs a return to funda- 
mentals. The fountain head of legal reserve 
life insurance is the whole life policy. It 
embraces all of the features that make life 
insurance essential and attractive. Its cost 
is low. It is an investment. It is a saving 
—and above all, it is permanent protection. 
Next week this contract will be featured. 


* * - 


GA sales letter on Rental Income Insur- 
ance. And additional summer sales aids 
for fire and casualty agents. 


* * * 


@ Our monthly calendar is not presented 
as a complete day-by-day working schedule, 
but it is planned rather to remind you of 
something each day which might be neg- 
lected—to your loss. Read it and keep a 
check on your progress. 





Life Writings Can Be Increased 


HROUGHOUT the period of business travail, the ca- 
pacity for savings of America has been outstanding. 
Savings bank deposits have been increased rather than 
depleted. Conservative practices have actuated the man in 
the street. Investments of a speculative nature, however 
slight, have been eschewed. The one dominating concern has 
been safety for the future. 

Modern economists are agreed that there are two sound 
methods of saving. One is through savings banks and the 
other through life insurance. It would seem to follow that 
business written by the life insurance companies in the aggre- 
gate should show increases not only for 1930 but also during 
1931. The weight of logic and evidence would indicate that 
the two great avenues of savings would progress with some 
degree of unanimity. People are apprehensive of the future 
and desire protection against adverse possibilities. Life in- 
surance is so constructed that it is the best guarantee of this 
aim. Why, then, does life insurance consistently record de- 
creases while its companion solidifies its position? The an- 
swer seems to be in the individual agent. 

Those who have been impressed by the lack of business in 
other fields have only half heartedly set forth the story of 
what life insurance will do. Those agents and companies 
who have recognized that life insurance offers a roadway to 
the future security of men and women, have consistently in- 
creased their business. The records of individual companies 
and agents prove this fact. One hundred and thirty-three of 
the three hundred and six companies shown in The Life In- 
dex wrote more business in 1930 than in 1929. The house 
organs of every life insurance company contain the names of 
agents whose records have been ones of monthly progress. 
Today a life insurance company informs us that two of its 
agents working together on a straight cold canvass in the 
rural sections wrote, in seventy-five days, one hundred and 
thirty-eight applications with at least one application for 
every day. 

Life insurance men must revise their mental attitude on 
the worth and present desirability of their business if they 
will succeed. Sell life insurance to your self and its sale to 


others will be easy. 
ze Oe Ge 





Published weekly by THe Spectator Company, 243 West 39th Street, New York City 








HARRY W. BARNARD, Second Vice-President 
ROBERT W. BLAKE, Treasurer 


ARTHUR L. J. SMITH, President LOUGHTON T. SMITH, Vice-Pres and Gen. Mor. 
W. H. VALLAR, Secretary 


THOMAS J. V. CULLEN, Editor 
ROBERT W. SHEEHAN, Associate Editor FRANK ELLINGTON, Assistant Editor 
RALPH REED WOLFE, Field Editor LOUIS S. FISCHER, Associate Statistician 


SOUTHERN DEPARTMENT PACIFIC COAST DEPARTMENT 

William Thornton, Representative Meade C. Loving, Representative 
301 Mason Bldg., New Orleans, La 923 Foreman Bldg. 

Telephone, Main 1097 7th and Hill Sts., Los Angeles, Cal. 


NEW ENGLAND DEPARTMENT 


Jack Tobin, Representative 
126 Milk Street, Boston, Mass 


Telephone, Hancock 6278 


WESTERN DEPARTMENT 
Fred B. Humphrey, Resident Vice-President 
Insurance Exchange, Chicago 
Telephone, Wabash 0531 
Publishers, Inc., 239 West 39th Street, New 


Tua SPECTATOR, established in 1868, is a weekly journal devoted to promoting Controlled by the United Business 


the best interests of trustworthy insurance of all kinds The subscription price York City; Andrew C. Pearson, Chairman of the Board; Fritz J. Frank, President; 
for the United States, Canada and Mexico is Four Dollars, per annum, postage C. A. Musselman, Vice-President; Arnold I. Davis, Secretary; Frederic C. Stevens, 
prepaid; to all foreign countries in the Postal Union, Five Dollars. Treasurer 


Copyright 1931, by The Spectator Company, New York 





THE annual insurance section 
of the London Statist is a part 
of its issue of July 4. One ar- 
ticle among the many excellent 
reviews that make up the contents of this section 
deals with casualty insurance in the United States. 
Credit for a large portion of the facts and figures 
used is given to THE SPECTATOR and from this survey 
it gives a picture which is far from cheerful and 
draws conclusions by no means unduly optimistic. 

Referring to the underwriting losses sustained 
during the year in the casualty field, in which the 
automobile and workmen’s compensation losses were 
the greatest, the writer asserts that it is feared that 
the 1931 results may be even worse. So far, he 
states, efforts to improve the situation have been of 
little avail. He considers the underlying causes of 
the poor experience to be, among others, the greater 
mechanization of industry, undue liberality in the in- 
terpretation of compensation, increasing medical 
costs and the determination of rate levels from ex- 
perience reflecting conditions as they existed from 
two to four years prior to the effective dates of the 
rates. The position, he says, requires prompt action 
on the part both of the casualty companies and the 
State supervising officials who should realize the im- 
portance of ensuring the approval of adequate rates. 

It need not be pointed out that at the present time 
a great deal is being done by the companies in con- 
nection with the State insurance officials. The Brit- 
ish writer is a little puzzled and also regrets what 
he calls the inherent difficulties created by the large 
measure of government supervision and control 
which prevails in the various States. But, unfortu- 
nately or not, that is the condition that prevails and 
it is not a theory that easily can be changed to suit 
changing conditions. The National Convention of 
Insurance Commissioners is an ever changing bodv. 
Its individual members have always to remember 
that they are subject to the laws of their own States 
and that in respect to their actions they must not 
forget the American slogan of supporting State 
rights. These things of necessity make it at times, 
like other powers, somewhat slow in performing its 
wonders. 

But the organization even with its frequent 
changes of personnel has from year to year become 
more and more a body with the wish and the ability 
to consider the problems presented to it from a broad 
standpoint and with the realization that it must act 
on major questions looking for the betterment of 
the insurance business as a whole and the benefits 
it provides of uniform fairness to companies, agents 
and insured no matter in what section of the country 
they may be located. 

The casualty situation has been and is bad. There 
must be proper revisions of rates. Protection can- 
not be of value if the companies offering it see only 
loss ahead. Possibly further economies in manage- 
ment and in the acquisition of business can be vvt 
into effect. but the rates charged for the protection 
actually given must be adequate. That is the solu- 


The Casualty 
Situation 


tion and that solution, we are certain, will come. 
Editorial 





With the Editors 





SO much has been written 
concerning President Hoover’s 
moratorium that it seems im- 
possitle that anything new 
could be said concerning it. A compilation of the 
opinions expressed would be interesting. Many of 
them would be of great value, based upon clear 
thinking and rational deduction as well as hope for 
improved conditions and a trust that conditions are 
bound to improve. 

Among the many we have read we were impressed 
by the remarks made by the editor of Field Notes, 
the monthly house organ of the Northwestern Mu- 
tual Life Insurance Company of Milwaukee. He 
concludes an editorial concerning the moratorium as 
follows: “It is our belief that life insurance agents 
ought to declare a moratorium for one year on ‘de- 
pression’ talk, ‘cost of protection’ (substitute ‘value 
of investment’) phraseology, office loafing, hit-or- 
miss canvassing, unprepared habit talks and the like, 
all of which may be small things individually, but in 
the aggregate most important. Why not try reviv- 
ing business during the next twelve months by de- 
claring a moratorium on alibis and unpreparedness?” 

One might accuse the writer of demanding an 
Eutopia or hitching his wagon to too high a star. 
But why not? 


Another 
Moratorium 


* * * 


THE Review of London says 
The Business that the insurance business in 
in Sweden Sweden developed smoothly 
during 1930 though a latent 
crisis Owing to excessive competition showed its 
head here and there. It remarks that the world de- 
pression was felt in that country only toward the 
end of the year. In the production of new business, 
while some of the branches showed decreases others 
have recorded good increases. Life insurance writ- 
ings for the first time exceeded $105,000,000 although 
the increase in new business was less than in the 
previous year. Fire insurance showed a decrease in 
premium volume mainly attributable to competition 
which brought about a reduction in premiums, while 
the loss experience was not favorable. American 
underwriters will be interested in a development in 
Sweden which has been fought against for years. 
The Review says, “In cases where the indus- 
trialists are not successful in obtaining lower rates 
it is stated that they try too often to get around the 
insurance companies by demanding that relatives 
shall become agents of the companies and draw com- 
missions, thus actually reducing their premiums so 
that the fire insurance world stands in danger of 
becoming an institution for the maintenance of rela- 
tives or pension holders of the industrialists.” Again 
we find in third party or casualty insurance a sit- 
uation that is quite analogous to our own problems. 
Great growth is noted in this division but on the 
whole conditions are not favorable. Too hasty de- 
velopment is recorded with losses as rapidly grow- 
ing as premiums. Insurers by their attitude have 
brought about excessive competition and careless- 
ness has resulted in premium rating. Motor car 
insurance as in America has expanded with losses 
on a steady upgrade. All of which adds to the grow- 
ing conviction that problems are no longer restricted 
by national boundaries but must be met by world- 
wide cooperation. 
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ASELIVE THIRDPARTY SMOKES 





AS I LIVE 


NOTE that the young person who 

has been writing this column for 
the past two weeks took occasion to 
refer to me as a genial gentleman. He 
likewise informed my public that I was 
enjoying a vacation in an island fast- 
ness where I was no doubt recovering 
from the ill effects of fifty weeks of 
columning. I presume that is the way 
life really looks to the young romantics 
and I would not snatch from their lips 
such apparently stimulating beverages, 
but while I did spend the major part 
of my holiday on an island there was 
nothing so novel about that and I made 
no great effort to recover from eleven 
and a half months of columning. 
Whether or not I am genial is, naturally, 
not for me to say. 

+ * * 


UT, I will admit, I did not keep 

my hand so firmly upon the life 
insurance pulse as usual and it is pos- 
sible that I may have missed a beat or 
two, though I hope not. Even while 
far away from the busy mart of insur- 
ance trade I was not entirely forgotten 
by my friends “in the business.” One 
saw to it that I received a few copies 
of certain foreign insurance journals, 
notably from India and China, which he 
rightly assumed would be light and 
pleasant reading as I lay on the beach. 
The Hokenginkojiho was especially ap- 
preciated, for the younger members 
of my family liked it almost as well as 
they did the American Sunday news- 
paper comics. The Indian journals 
were also enjoyable with their many 
reprints from THE SPECTATOR. 


* * ~ 


UT another friend sent me a pam- 

phlet showing the new insurance 
laws passed by the General Assembly 
of a mid-Western State. I longed to 
be a boy once more and confront an 
especially unpleasant school teacher 
at whose feet I once sat with it. She 
was always making me do what I be- 
lieve she called “parse”a sentence. I 
think even her alert mind would have 
paused before House Bill 967 where 
Section 2 ran to exactly 208 words 
without a stop. No period interrupted 
its Niagara-like flow, and in fact the 
only punctuation from start to finish 
consisted of three commas. All of this 
may be clear to some people, but all 
it really fixed in my mind was the re- 
mark once made, if I correctly recall, 
by a character in “Oliver Twist” who 
said: “The law, Sir, is an ass.” 
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KNEW slightly a few years ago 2 
college professor who, during his 
summer vacation, made his first trip 
te Europe. He did not stay long, but 
almost immediately upon his return to 
the United States he wrote a long ar- 
ticle pointing out a number of very 
basic defects in the temperament and 
habits of the French people. Subse- 
quently, I believe, he further enlarged 
upon the subject in a series of lectures 
delivered before clubs made up of 
women who were very serious about 
adding to their cultural equipment. 
* a + 
NOTHER traveler I knew went 
A around the world. His _ ship 
stopped for a day at a Japanese port. 
For some reason he was prevented from 
going ashore, but in the book he pub- 
lished of his travels he had a chapter 
devoted to an interpretation of the 
Japanese people. 
* * > 
UCH things astonish as well as 
amuse me and I wonder if not a 
few of the interpretations of business 
and social conditions in other countries 
which are now so much in evidence may 
not have been: made by persons who 
really are little more competent to 
speak with any particular authority 
than were the two men I have men- 
tioned. 
* * * 
HE present situation in Germany 
naturally has given a fresh incen- 
tive and opportunity for Americans 
who have been there to predict and to 
explain. Some of these seem to me so 
much like a rehash of the opinions of 
others who may reasonably pose know- 
ing something that I do not feel that 
much of importance is being said. I 
have not the ability of the college pro- 
fessor or the globe trotter to indict, or 
otherwise, a nation because of a day or 
a month’s observation, but it amuses 
me to think what lesson I might have 
drawn from a stay of something over 
a week in Berlin two years ago. All 
the Germans I met were courteous to 
me. The night life was brilliant be- 
yond that of London or Paris. The 
shops were not only filled with ex- 
pensive goods, but there seemed no 
great dearth of buyers. The city was 
swept and garnished in a way that 
should make New York blush for 
shame. The beer gardens were 
crowded. Today I might say that I 
distinctly saw that the city and the 
country was on top of a volcano and 
that the*explosion was close at hand. I 
did not notice it at the time. 





HERE have been times, in this 

country, when some of our keenest 
political minds have doubted the su- 
premacy of our form of government 
over the parliamentary systems of En- 
gland, France and other European 
countries which were belated, though 
enlightened, converts to representative 
government. It has been pointed out, 
with unquestionable truth, that the gen- 
eral election systems abroad, and the 
vulnerability of premiers and _ theiz 
cabinets to the elected legislators, make 
such governments more accurately and 
more quickly reflect the will of the 
people in their poplicies, both domestic 
and foreign. 


* * * 


HIS feature, of course, appeals to 

Americans when some particular 
act of the prevailing party or president 
irks them. It would be a great satis- 
faction to be able to “turn the rascals 
out” in the first flush of resentment at 
their overt conduct. But the American 
system gives a president, and usually 
a party, four years to make or break 
itself, and at the end of that period 
the people go to the polls and endorse 
or reprove the general average of the 
administration’s record. 


* * *# 


HE superiority of the American 

system is demonstrated, I think, in 
the present internation] financial crisis. 
President Hoover has been able to step 
forward and offer Germany a year’s 
moratorium on reparation payments. 
There speaks America. What Mr. 
Hoover says, with the sanction of his 
party, goes, at least for the next year 
and a half. The French and German 
premiers, however, can take no such 
stand. Chancellor Bruening, for ex- 
ample, is precariously propped up in 
office by a coalition of parliamentary 
groups, among them the People’s Party 
and the Social Democrats, while two 
extreme groups, Fascist and Com- 
munist, 40 per cent strong, are crouched 
ready to spring at his first false move. 
It is useless for Bruening to consent to 
certain French overtures for he will 
immediately be deposed from office and 
his pledges to foreign nations scrapped. 


* * * 


USINESS in America may rejoice 

that though the will of the people 
eventually prevails, our somewhat stub- 
born system prevents the whim of the 
people from tying up our leaders when 
swift action, in one way or the other. 
is needed. 














W. E. Cox 











Think Over This Illustrative Case 
—Education: 


29 


James Allen, age 32, a bank auditor, 
receives an income of $3,200 per year. 
There is a son aged 3. Mrs. Allen 
inherited money and Mr. Allen does not 
see the need for family protection. He 
has $2,000 of ordinary life insurance. 
Most any form will provide coverage. 

Underwriter: Good morning, Mr. 
Allen. 

Allen: Back on the insurance matter? 

Underwriter: No, but on a matter of 
equal or greater importance. Pri- 
marily, my business deals with the dis- 
tribution of life insurance in accord- 
ance with the needs of the individual, 
but your mind is quite set along that 
line and there is no need for us to 
discuss the matter. What college did 
you attend? 

Allen: I completed high school. 

Underwriter: You wanted to go to 
college? 

Allen: Yes, but my parents had no 
money for the expense. 

Underwriter: You have worked for 
several years and enjoyed a promotion. 
All of your bank officers are college 
men, and had you been privileged to 
complete a higher school of training, 
would it have helped you? In other 
words, would your progress have been 
more rapid and better positions with 
greater pay open to you? 

Allen: An education is of help to 
everyone. 

You of a 


Underwriter: approve 


college education and urge others be 
given the opportunity to prepare them- 
selves for a career? 


Sales Help for the Life 


Underwriter 
Article Number Seven of a Series Which 






Will Present a Finely Drawn Picture 
of The Complete Life Insurance Sale 


By W. E. Cox 








Your Sales Talk 


PART II 











Allen: Yes, what are you driving at? 
Underwriter: Responsible positions 
are open to those who are qualified to 
accept. Mr. Allen, I have a plan of 
interest to every father. This plan 
pertains to your son. May I show it to 
you now? 

Allen: Yes, but I don’t believe I 
would be interested. 

Underwriter: How old is your boy? 

Allen: Three. 

Underwriter: His name? 

Allen: James, Jr. 

Underwriter: Mr. Allen, have you 
thought of this matter—and it is a 
The business world has 
turned to specialization. You see evi- 
dence of it every day. The jack-of-a!l 
trades has become a common laborer. 
Those with a limited education are find- 
ing it difficult to earn a living. Com- 
petition is keen and the success of a 
man is measured by what he does for 
others. Brain demand. 
You will want your son to go ahead 
with his classmates and have an equa! 
chance in life, will you not? 

Allen: That is my intention. 
considered 


serious one? 


power is in 


Underwriter: Have 
the investment it will be necessary for 
you to make? Have you the time to 
give thought to that matter? Other 
fathers are using a proven plan and 
know that the necessary funds will be 


you 


on hand when needed. 

Allen: I guess so. What is this plan? 

Underwriter: My company will put 
on deposit sufficient funds to pay every 
necessary expense James Junior may 
have during his school years. That 
means from the time he enters the 
grades until he completes college. Upon 
graduation, your company will present 
him with a sum to start in business. 





You will want him to receive a small 
amount? 

Allen: Yes. 

Underwriter: The grade school pe- 
riod will be for eight years. James 
Junior will start at the age of six. As 
a remembrance, he will receive a draft 
for $25 each month. That will take 
care of his needs such as clothes and 
other small matters. Will you want 
him to receive that amount? 

Allen: That is all right. 

Underwriter: When entering high 
school, James Junior will be fourteen 
years of age. He will need money for 
four years. As a remembrance, he will 
receive a draft for $40 each month. 
That will take care of his needs from 
the standpoint of clothing and pay 
other small accounts. Will you want 
your son to receive that amount? 

Allen: Yes, that is all right. 

Underwriter: Your son has reached 
his eighteenth birthday. He is a young 
man, a chip from the old block and 
ready for the great adventure. The 
receipt of the remembrance checks has 
made a great impression on his mind. 
His determination is to make good and 
pass all grades with high honors. The 
first of each September for a period 
of four years he will receive a draft 
for $100. This will take care of his 
clothes and a part of his tuition fees. 
Each month thereafter, he receives a 
set sum of $75. That will take care of 
his necessary expense. Is that amount 
too great? 

Allen: No, but what will this cost 
me? 

Underwriter: I'll come to that in a 

Your son has received his 

He’s a fine, well developed 
(Concluded on page 17) 
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moment. 
diploma. 

























Rent and Rental Value Insurance 


The Property Owner May Rightly Feel the Agent 
Who Fails to Emphasize This Coverage Is Not 
Giving Him the Service He Should Have 


advantage of the many oppor- 

tunities for increasing their busi- 
ness are those who appear not to know 
that every property owner, no matter 
what kind of a building he owns and 
whether he occupies it himself or rents 
it to another, is an excellent prospect 
for rent or rental value insurance. The 
cost of this insurance is so nominal that 
the property owner has every right to 
feel that the agent who has written 
him for fire or any other form of cov- 
erage has not given him the service to 
which he is entitled if he has not ex- 
plained the rent and rental value in- 
surance to him and so given him the 
chance to secure this very necessary 
protection. 

An owner of a building already 
rented or one that is not rented but 
may be at any time, the lessee of a 
building or the sublessee all have an 
insurable interest in rent insurance. In 
“Fire Insurance Inspection and Under- 
writing,” by C. C. Dominge and W. O. 
Lincoln, rent insurance is described as 
the form of insurance designed to give 
protection for loss of rents due to the 
untenantability of a building on account 
of fire, and its purpose as a means to 
compensate an owner of the building 
for loss of income from _ property 
which may be rendered wholly or partly 
untenantable by fire. This naturally 
includes the loss of rental value to an 
owner who may occupy the premises 
himself. Of course, rental value insur- 
ance also is applicable to similar losses 
caused because of windstorm, riot, ex- 
plosion, earthquake, sprinkler leakage, 
ete. In general, the rental value insur- 
ance forms are based on the rental in- 
come for a period estimated necessary 
to restore the property to the condition 
where it is again tenantable or on the 
entire rental income or rental value of 
the property. As pointed out in the 
Handbook of Insurance, by Clyde J. 
Crobaugh, recently reviewed in THE 
SPECTATOR, each of these forms may 
cover (1) the entire building whether 
occupied or vacant, or (2) the actual 
rented and occupied part of the build- 
ing, and that other types of forms are 
available for insuring seasonal periods. 
It points out that in some territories a 
form is based on a fractional time basis 


MONG the agents who fail to take 
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such as one-fourth of the annual renta} 
income. 

In a limited amount of space it is 
impossible to treat at any length the 
details of the coverage and the variety 
of forms used. In general it is issued 
by attaching one of the forms required 
in any particular territory to a fire or 
similar policy. 

Some time ago Thomas Donnell of 
Philadelphia, wrote an interesting ar- 
ticle concerning tornado rent insurance 
in the Employer’s Pioneer, the monthly 
house organ of the Employer’s Group, 
composing the Employers’ Liability As- 
surance Corp., Ltd., the Employers’ 
Fire Insurance Co. and the American 
Employers’ Insurance Co. It so well 
covers this phase of rent insurance that 
we take pleasure in reprinting it. As 
Mr. Donnell says, it is only those agents 
who are located near the tornado areas 
who may take advantage of this form 
of coverage. It is a fact, he continues, 
that is being brought to the eyes of our 
agents more and more each year. Fires 
all start somewhere and may be con- 
fined to the place of origin. Any num- 
ber of times they spread to an adjoin- 
ing property, but teday with such up 
to date apparatus and more protected 
towns, we are able to keep the losses 
from probable total one. 

Tornadoes or windstorms are entirely 
different. We do not know where the 
place of origin might be. They seldom 
hit one property, but statistics show 
they can wipe out an entire square. 
There is no alarm we can send to bring 
out apparatus to stop it. It starts and 
must finish its course. This form of in- 
surance is becoming more popular as 
time goes on. In fact, numerous loan 
associations and mortgage companies 
are demanding this coverage in addi- 
tion to the fire contracts. Just recently 
our department had an inquiry from 
one of our agents asking about a tor- 
nado coverage to protect the properties 
upon which a building and loan asso- 
ciation had mortgagees, to cover their 
interest. 

Our agents should go a step further 
besides just selling their clients this 
additional protection. They should also 
sell at the same time a tornado or wind- 
storm loss of rents policy. Too many 
individuals believe that this coverage 






(whether fire or tornado) is confined to 
property owners who lease their hold- 
ings. This is a wrong thought. This 
contract can ke sold to prospective 
clients who live in the homes they own. 
Have you ever stopped to figure how 
small the additional cost would be? Let 
us take the following example for the 
eastern territory on a property con- 
structed of brick costing $10,000. 
First mortgage $5,000 @ 6% 
CRRREE DOP WOE one esewadiceas $ 300 
Second mortgage $3,500 (build- 


ing and loan assn.).......... 420 
Tax assessment $3,500 @ 3.60... 126 
Property could have rented for 

$75 per month if loss had not 

OORNIUIE okie eicensvsnanccs 900 
Miscellaneous incidentals ....... 54 
Rental value for insurance pur- 

ee hee re $1,800 


$1,800 @ 0.06 would cost $1.08 per year. 


What agent could not sell this addi- 
tional small premium? Invariably it 
could be tied up for three or five years. 
A very good talking point is that should 
a tornado or windstorm damage a 
property most likely it will be sufficient- 
ly damaged to prevent tenant from liv- 
ing there. 

Just recently another of our agents 
requested tornado insurance on all the 
properties of one of his clients, which 
numbered about eighteen, and after ex- 
plaining the above example to him, also 
sold the rents insurance. 

Nothing is more treacherous—noth- 
ing turns more suddenly from friendli- 
ness to hostility than wind. 

The sole protection available to the 
householder against the ravages of 
gales and windstorms lies in tornado or 
windstorm insurance. 

The following is a letter that could 
be used to circularize your clients and 
followed up with a personal call. 


Dear Friend: 

To what hotel will you take your 
family while you are awaiting the re- 
building of your home after a tornado? 

Who will pay the bill? 

Did it ever occur to you what you 
would do while you were waiting for 
your house to be rebuilt after a tor- 

(Concluded on page 17) 
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The Rate of Interest Earned on Mean Invested Funds by One 
Hundred Life Insurance Companies From 1911 to 1930 









AVERAGES 






1913, 1914) 1915) 1916) 1917, 1918) 1919) 1920) 1921) 1922 1923 1924) 1925 1926, 1927) 1928) 1929, 1930) 1911 | 1916 | 1921 | 1926 | 1911 
to to to to to 
25 | 1930 | 1930 





NAMES OF 1911, 1912 
COMPANIES 





1915 | 1920 















Aetna Life 5.11) 5.40) 5.19) 5.11) 5.12) 5.02) 5.14) 5.06) 5.72) 5.66) 4.79 5.46) 5.36) 5.04) 4.87) 5.06) 5.13) 5.23) 4.88) 5.14 | 5.22 | 5.43 | 5.04 | 5.23 
American Central 6.02) 6.17| 6.17) 6.14) 6.45) 6.12) 6.25 6.03 6.60 6.61. 6.59) 6.51) 6.48) 6.67) 6.56) 5.70) 5.95, 5.85) 6.10 | 6.43 6.55 6.11 6.29 
American, Mich 5 42) 5.66) 5.98) 5.92) 6.10) 5.78) 6.69) 5.58) 5.90 7.11) 6.02) 5.89) 6.05) 5.86) 6.25, 6.53) 5.94) 5.76) 5.69| 5.70 | 5.79 | 6.16 | 5.94 | 5.82 
American Natl., Texas 7.61) 5.62) 6.65) 6.99) 7.41) 6.86) 6.80) 5.11) 5.97 6.32) 6.61) 6.26) 6.02) 6.60) 6.05 6.01) 5.92) 5.95) 6.23) 6.66 | 6.26 | 6.36 | 6.17 | 6.18 
Amicable 6.30| 7.56] 7.96) 7.35] 6.77) 6.61) 6.47) 4.28) 6.76) 7.86) 7.55) 7.69) 7.97) 7.07) 7.46) 7.34) 7.21) 6.98) 7.05) 6.81 | 6.57 | 7.63 | 7.23 | 7.16 








Atlantic Life 5.97| 5.56) 5.93) 6.17) 6.13) 6.10) 6.01) 6.22) 5.84) 6.10) 6.48) 6.58) 6.56) 6.51) 6.39) 6.43 35\ 6.35| 6.27' 6.01) 6.00 | 6.05 6.50 6.25 6.29 
Baltimore Life 4.48) 4.67) 4.71) 4.71 72) 4.66) 4.72) 4.79) 4.65) 4.92) 5.06) 5.16) 5.27) 5.41) 5.51) 5.49 5.51) 5.44) 4.95' 4.67 | 4.76 | 5.25 | 4.69 | 4.86 
Bankers, Neb 4.06 4.88) 4.92) 5.04) 5.14) 5.17) 5.07) 5.16) 5.19, 5.50) 5.81) 5.85 5.82) 5.68) 5.54 5.48 5.34) 5.35) 5.12) 5.01 | 5.23 | 5.73 | 4.74 | 5.09 
Bankers Reserve 4.94) 5.01) 5.08) 5.14) 5.12) 5.13) 5.03) 4.86) 4.85 5.14) 5.26) 5.20 5.16) 5.34) 5.25) 5.62 5.49) 5.25) 5.40) 5.07 | 5.00 | 5.24 | 5.44 | 5.27 
Beneficial 7.04) 7.30) 6.32) 6.86) 6.38) 6.05) 6.25) 5.99) 5.44) 6.11) 6.47 6.19 5.97, 6.59) 6.00) 5.78 5.6 5.49 5.38) 6.70 5.95 | 6.22 5.51 5.86 














Berkshire ‘ q §.{ ) } 

Boston Mutual 5.01 5.32) 5.58! 5.24) 5.30) 5.32) 5.16 5.23) 5.42) 3.60) 5.51, 5 64) 5.63) 5 67| 5.84) 5.77] 5.65) 5.65) 5.66 3 87 | 5.32 | 5.71 | 5.51 
Capitol Life 5.70| 5.79) 5.76) 5.81) 5.92) 5.96! 5.98) 5.82) 5.80) 6.28) 6.41) 6 46) 6.39) 6.36) 6.53) 6.57) 6.38) 6.16) 6.18) 6.16) 5.81 5.99 | 6.43 | 6.28 6.00 
Central. I 6.48) 6.15) 5.99) 6.24) 6.70) 6.45) 6.22) 6.18) 5.45) 6.18, 5.97, 6.13) 5.86) 5.74) 5.25) 5.51) 5.43) 5.40) 5.49) 5.45) 6.3 6.15 | 5.74 | 5.45 | 5.28 
Central. I 4.55 4.56 4.27] 5.01| 5.06) 6.12] 6.08) 6.09) 6.03] 6.13) 6.24 9! 5.54) 6.20) 6.39) 6.34) 6.49) 5.99) 6.10) 5.74) 4.89 | 6.09 | 6.15 | 6.11 | 6.05 





Central States 4.68) 5.31) 5.31) 5.16) 5.82) 7.62) 6.42) 5.75) 5.65) 5 6 5 94 5.89) 6.05) 6.30) 6.15 6.22) 6.62) 7.28) 5.33) 5.35 | 6.05 | 6.06 | 6.36 | 6.21 
( nial Life 5.20) 5.17) 5.32) 5 5.35) 5.44) 5.51) 5.56) 5.60) 5 5 5 52 5.72) 5.65) 5.70) 5.74) 5.68) 5.69) 5.61) 5.54) 5.29 | 5.48 | 5.65 5.19 | 5.59 
( iminan National 4.82) 4.77) 4.94) 5.18) 5.26) 5.12) 5.11) 4.97) 5.18) 5.27) 5 5.94 5.82 5.64 5.85 5.58) 5.61) 5.63) 5.56) 5.58) 5.03 | 5.14) : 5.59 | 5.47 
Columbus Mutual $85) 4.36) 4.64) 5.07) 5.46) 5.58) 5.91) 5.71) 5.70) 5.82 6 28 6.61 52, 6.18 6.48) 6.63) 6.52) 6.29) 6.19) 4.89 | 5.75 | 6 6 39 | 6.3 
Commonwealth, Ky 2.91) 3.4 62) 5.08) 4.79) 5.01) 5.12) 4.61) 4.61) 4.89 5 5.02) 5.27 5.43) 5.89) 5.73) 5.91) 5.86) 5.80) 5.62) 4.20 | 4.8 5.39 | 5.77 | 5.48 












5 5 5 5.4 
i 5 : i l 1 
4.2 8 5.45) 5.19) 5.19 If ) 100 4.94 5.06 4 89 5.24) 9.22 1} 5.42) 5.51) 5.53 5.44 5.06 09 1 5.49 | 5.3 
th ) 1) 4.9 5.29) 5.45 53\ 5.82 5.46 5.48) 5.61) 6 91 5.50 5.89) 5.85) 5.77) 5.54) 4.61) 5.07) 5.11) 4.55 | 5.38 | 5.79 | 5.14 | 5.27 
21; 6.4 82) 5.8 04) 6.46 6.54, 6.73) 4.24, 5.94 6.40) 6 44 6.52 7.68 5.78 5.60) 5.41) 5.48) 5.34) 5.43) 6.63 | 5.84 |) 6.54 | 5.44 | 6.39 










Detroit Lif SRE 83, 6.09, 5.85) 5 5.63) 6.00 5 44) 5. 94 6.48 6.90 6.86) 6.92) 6.76) 6.09) 5.97) 5.91) 5.08 | 5.66 | 6.60 | 6.25 | 6.26 
| al New York 4.56) 4.46) 4.56) 4.60) 4.6 4.50) 4.76) 4 $.95' 4.97) 4.93) 4.97) 5.11) 5.25) 5.20) 5.22) 5.29) 5.38) 4.54 | 4.71 $.99 | 5.27 | 4.95 
I al Des M 5.54) 5 s ». 95) 6.6 6.03) 5.70) 5 5.64 5.829 5.76) 5.85 5.80) 5.75) 5.47) 5.44) 5.46) 5.37) 5.85 | 5.68 | 5.78 ».48 | 5.62 
I al D. ¢ 6.66) 6.7 89) 6.08 6.08) 6.14 6 7.24, 6 65 6.81) 6.69) 6.60) 6.66) 6.42) 6.31) 6.24) 5.79) 7.02 | 5.99 | 6.75 2 6.34 
Eureka, Maryland 4.16) 4.12) 4.2 4.48) 4.47) 5.12) 4.61) 4 4.86) 5 65) 6.16) 6.48) 5.49) 5.67) 5.31) 5.54) 5.7 5.55, 4.32 | 4.80 | 5.79 | 5.5 5.83 








= 
x 
or 
~ 
x 
~~ 


Federal Life 4.68) 5.81) 5.69) 5.39) 5.70) 5.66) 5.83) 6.09 6.11) 6.54) 6.79 «@ ge 6.84) 6.80) 6.99) 6.46) 6.36 
Fidelity Mutua 5.36) 5.35) 5.40) 5.28) 5.33) 5.38) 5.4 5.33) 5.29) 5.51) 5.97, 5 49) 5.74) 5.68) 5.55) 5.5 
5 5 5.49) 5.63) 5.82 5 go) 6.06) 5.99) 5.90) 5.6 





ow 
en 
uo 
ue 






3 em 
uw 





+ 
x 
or 
uw 








j { { } 5 5 5 5.§ + i 

4.91) 4 4.86) 4 j 8 5.16) 5.24) 5.25) 5.32) 5.37) 5.46) 5.57) 5.55) 4.90 | 4.91 | 5 5 
3.671 2.90) 2.91) 4.07) 4.75| 4.61! 4.77) 4.61 45) 5.07) 5.18) 5 79) 5.76) 5.82) 6.20) 6.28) 6.01) 6.02) 6.00) 5.78) 3.80 | 4.72 | 6.21 | 5.96 | 5.95 
5.46) 5.23) 5.30) 5.2 5.24) 5.29) 5.43) 5.32 26, 5.49 5.39) 5 51 5.47) 5.34) 5.04) 5.46) 5.42) 5.38) 5.29) 5.28) 5.29 | 5.36 | 5.37 5.35 | 5.35 
6.07) 5.88) 6.02) 5.86) 6.12) 5.80) 5.74) 5.43) 5.32) 5.70 6.13) 5 48) 5.39) 5.68) 6.50) 6.55) 5.98) 6.63) 5.83) 6.22) 5.99 | 5.58 | 5.87 | 6.22 | 6.08 


6 






1.14 44; 7.91) 7.06) 5.70) 5.13) 5.68) 6.22) 5.76) 6.76 6.15 5 57) 6.25) 6.28) 5.75) 5.28 5.20) 5.63) 5.40) 4.06) 6.02 | 5.95 | 6.00 ». 02 ) 

4.97) 5.35) 5.81) 6.12) 5.99) 5.97) 5.89) 5.79) 5.78) 5.76) 6.03) @ 99) 5.58) 6.09) 6.52) 6.51) 6.51) 6.12) 6.14) 5.90) 5.85 | 5.82 | 6.10 | 6.20 | 6.09 
4.98) 5.12) 5.12) 5.24) 5.31) 5.28) 5.25, 5.17) 5.07) 5.03) 5.19) 5 46) 5.58) 5.46) 5.37) 5.38) 5.38) 5.39) 5.35) 5.19) 5.16 | 5.15 | 5.42 | 5.33 5.31 
5.29) 5.86) 5.89) 6.24) 5.24) 5.83) 5.90) 6.26) 5.86) 5.88) 5.68) 5 79) 6.19) 5.98) 5.86) 5.57) 5 5.47) 5.47] 5.50] 5.69 | 5.94 | 5.90 | 5.52 | 5.69 
7.07) 6.49) 6.15) 6.60! 6.0. 5.76) 6.16) 5.78) 5.12) 5.78) 6.04) 6 45) 6.42 5.95 7.07) 7.5 7.23| 6.85) 6.34) 6.59) 6.40 5.69 6.45 6.81 6.60 





44| 6.28) 6.24) 6.08) 5.92) 5.95) 5.91) 5.84) 5.73) 5.60 | 5.87 | 6.19 | 5.83 | 5.92 
oo} 5.70) 5.90) 6.17) 5.87) 5.61) 5.70) 5.77) 5.78) 6.31 | 6.07 6.00 | 5.75 | 5.80 
02) 5.96) 5.80) 5.83) 5.11) 4.90) 5.43) 5.34) 5.30) 5.04 | 5.49 | 5.97 | 5.16 | 5.40 
7 5.43) 5.44) 5.49) 5.4°) 5.47) 5.49 5.49) 5.46) 4.99 | 5.02 | 5.40 | 5.47 | 5.32 

5.49 53| 5.47) 5.45) 5.44) 5.38) 5.34) 5.35) 4.95 | 5.08 | 5.47 | 5.39 | 5.3: 


2 6.09 6.04 5.93) 5.89 5.85 
) 












tu 4. 66 $ 
Mutual of New York 4.7 4 
Mutual Trust 4.99) 5.11) 5.28) 5.62) 6.02 50! 5.52! 5.30 5 54 60! 5 59, 5.75) 5.51) 5 5.74) 5.71) 5.90) 5.2 14 49 5.42 5.69 | 5.44 | 5.51 
National Life 4.96, 5.05 5.11 5.08 5.12) 5.09 5.07 5.09 5 5.18 5.40 5 » 5.4 5.28, 5.32) 5.28) 5.28) 5.4 5.2 5.29 07 5.1) 5. 3¢ 5.30 5.24 
National U. 8. A 4.99) 6.40) 5.32) 5.01 4.88) 5.07 5.14) 5.28 5 5.80 5.25 5 66 5.87 6.02) 4.79) 4.79 7.03) 5.40) 5.48) 5.25 5.29 | 5.34 | 5.51 | 5.60 | 5.50 





87| 5.02) 4.97) 5.11) 5.20) 5.39 5.48 5.71 5.47 5.61 5.5% 5.60 5.62) 5.81 5.95 5.94 5.99) 5.95 5.81 5.89 5.05 | 5.54 5.72 | 5.91 5.68 
5.20; 5.25) 5.30) 5.28) 5.39) 5.42) 5.35) 5.42! 5.39) 5.27) 5.68 5.43) 5.57) 5.78) 5.30) 5.25) 5.31) 5.38) 5.23) 5.10) 5.29 | 5.36 | 5.54 | 5.22 | 5.14 
5.35) 5.07) 6.19 5.72) 5.52) 5.70) 5.82) 5.71) 4.05) 5.47 5.77 5.62 5.92) 5.98) 6.00) 6.36) 6.05 5.81) 5.78 5.14) 5.60 | 5.28 | 5.88 | 5.84 | 5.77 
5.00, 4.85 4.62 4.4 5.25| 5.47) 5.67) 5.86) 5.20) 5.27) 5.41 5.48 5.58) 6.14) 5.44) 5.47) 5.50) 6.69) 5.04) 5.26, 4.87 | 5.49 | 5.63 | 5.6) | 5.39 
4.45 4 4.28) 4.31) 4.27) 4.3 4.3 4.24, 4.15) 3.9 4.32) 4.2 4.25) 4.38) 4.40) 4.78) 4.81) 4.83) 4.79) 4.73) 4.33 4.18 4.38 4.84 | 4.48 





5 94) 6.25 7.06| 6.72 6.47) 6.62 6.85 04 6.39) 6.82) 6.80) 6.59) 8.27) 6.36) 6.18) 5.93) 6.46 | 6.77 | 6.77 | 6.34 6.61 
t Mutual 5.02 5.06 5.02) 5.11) 5.05) 5.23. 5.53 5.25 5.45 5.51) 5.49 5.35) 5.19) 5.16) 5.19) 5.17) 3.04 | 5.09 | 5.45 | 5.21 | 5.22 
4.74) 4.7¢ 4.84) 4.69| 4.71) 4.90) 5.28 5.15 5.33 5.30) 5.28 5.28 5.27) 5.30) 5.29) 5.08) 4.80 | 4.77 | 5.28 5.43 | 5.22 
4.63) 4.87 5.11 5.10) 5.20) 5.20) 5.33) 5.33 5.18 5.16) 5.03 5.03) 4.98 5.01; 4.99) 5.03) 4.76 | 5.14 | 5.18 | 5.01 5.05 
5.16) 5.30 5.18 5.56) 5.91) 6.23) 6.23) 6.25) 6.14 5.98) 5.84 5.86, 5.83) 5.58) 5.67) 5.63) 5.41 | 5.68 | 5.89 | 5.59 | 5.26 
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The Rate of Interest Earned on Mean Invested Funds by One 


1911 


NAMES OF 1912) 1913) 1914) 1915) 1916 

COMPANIES 
Royal Union* 5.98| 6.23) 6.16) 6.18) 6.13) 6.04) 
Security of America 4.40) 4.79) 3.51) 4.69) 4.89) 5.04 
Security Mutual, N. Y..| 4.71) 4.73) 4.87) 4.97) 4.98) 5.17 
Southland Life .| 5.60) 5.09) 5.90) 6.68) 7.92) 5.55 
Southwestern 4.72) 5.78! 9.60) 9.00) 8.04) 7.92 
State Life, Ind... 5.94) 6.00) 5.98) 6.03) 6.03) 5.99 
State Mutua , Mass 4.66) 4.68) 4.77) 4.92) 4.85) 4.83 
Sun of America 4.87) 4.83) 4.86) 4.86) 4.72) 4.19 
Travelers 5.07) 4.98) 5.10) 5.12) 5.16) 5.05 
Union Central... 6.35) 6.28) 6.26) 6.42) 6.44) 6.51 


Union Mutua’. . 4.59 4.61) 4.57) 4.50 39) 4.49 
Volunteer State 5.83) 6.12) 6.44) 6.79) 6.82) 6.41 
West Coast Life 5.11) 4.72) 5.11) 4.91) 5.95) 5.59 
Western Southern.. 5.04) 5.26) 5.13) 5.22) 5.15) 4.96 
Western States Co! 4.22. 5.34) 5.36) 5.57) 5.72) 5.40 


Averages (100 Co.'s 1.7 


1923 are those of Royal 


*Figures prior to } 
©1929 by the Spectator Company, 


URTHER evidence of the 

sound financial position of the 
life insurance companies and the 
conservative investmert practices 
of their executives is obtainable 
from the record achieved by 100 
of the older and larger life insur- 
ance companies in the matter of 
interest earnings during 1930. 

Coming at a time when the re- 
turns from every investment is 
subject to the closest scrutiny, it 
is of particular importance for 
policyholders to know that their 
savings which have been invested 
in life insurance are earning 
within a few cents of the high 
water mark. It further indicates 
that the reduction in dividends on 
policies which seems foreshad- 
owed will not be as drastic as 
might otherwise seem advisable. 
Interest earnings by life insur- 
ance companies are of importance 
secondary only to their mortality 
records. 

For the year ending Dec. 31, 
1930, the 100 companies shown 
in the table earned on their mean 
invested funds 5.31 per cent. This 
is a reduction of 0.02 per cent 
from the rate of interest earned 
in 1929 of 5.33 per cent and but 
0.07 per cent less than the rate 
received in 1923 and 1924, years 
in which was attained the highest 
‘ate for the entire twenty-year 
period, 1911 to 1930 inclusive, 
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Hundred Life Insurance Companies From 1911 to 1930 (cont.) 


1917 1921) 1922) 1923) 1924) 1925, 1926 
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Union Mutual. 


»w York, N 


Rate of Interest Earned 


shown in the table. Considering 
the individual companies, it is 
noted that 65 of the companies 
show a decrease in their 1930 
earnings from their earnings of 
1929, while but 34 companies 
show increases, with one remain- 
ing the same. 

The actual totals from which 
this ratio has been obtained or 
the mean invested funds of the 
100 companies in the _ table 
amounted to  $16,532,459,198 
upon which the interest earned 
was $877,360,952. The invest- 
ments are predominantly in real 
estate mortgage loans, bonds and 
loans to policyholders with real 
estate, stocks, premium notes and 
collateral loans of secondary vol- 
ume. The enormity of these 
funds invested gives a valuable 
basis for an assumption of a cor- 
rect rate of return on conserva- 
tively invested funds in the 
United States. 

The table shows year by year 
for twenty years from 1911 to 
1930 inclusive the rate of interest 
earned on mean invested funds 
of life insurance companies to- 
gether with the averages for the 
four quinquennial years and a 
grand total interest rate for the 
entire twenty years. The table 
shows that in the first quinquen- 
nial period from 1911 to 1915, 
the rate of interest earned was 








AVERAGES 


1927) 1928) 1929 1911 | 1916 | 1921 | 1926 | 1911 

to to to to to 

1915 | 1920 | 1925 | 1930 | 1930 
4.72) 4.88) 5.21) 4.83) 6.14 | 5.94 | 5.80 | 4.89 | 5.42 
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6.89) 6.44) 6.73) 6.69| 7.77 | 7.84 | 7.68 | 6.76 | 7.18 
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5.49) 5.44) 5.42) 5.57) 6.00 | 5.81 | 5.72 5.48 5.67 
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5.67) 5.57) 5.54) 5.32) 4.88 | 5.76 | 6.26 | 5.67 | 5.71 
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5.94) 6.05) 5.94) 5.74) 6.35 | 6.44 | 6.29 | 5.97 | 6.20 


4.63) 4.75, 4.90) 4.92) 4.54 | 4.57 | 4.6 4.91 | 4.65 
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6.32) 6.23) 6.06 6.28) 5.29 | 6.13 | 6.54 | 6 27 
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4.82 per cent with the initial 
years 1911 and 1912 showing the 
lowest rate for the entire twenty- 
year period or 4.79 per cent. The 
rate for the second five-year pe- 
riod from 1916 to 1920 was 4.90 
per cent with a low rate of 4.85 
per cent. The third period, 1921 
to 1925, shows a rate of 5.34 per 
cent with the two years, 1923 and 
1924 showing a high rate for the 
period of 5.38 per cent. The last 
five-year period from 1926 to 
1930 shows a combined rate of 
5.51 per cent. This period is 
notable in that the fluctuation be- 
tween high and low ranges but 
0.04 per cent, the high point being 
5.33 per cent in 1929 and 5.29 in 
1926. The rate for the entire 
twenty-year period of interest 
earnings for the 100 companies 
was 5.18 per cent. The first ten 
years of the period showing low- 
er rates in the grand average and 
the last ten years uniformly show- 
ing higher ratios. 

In the tabulation presented, the 
gross rate of interest earned on 
mean invested funds is shown. 
The table has been constructed 
by taking the mean ledger assets 
of the company as a divisor to the 
interests and rents earned, as 
shown by the company’s reports 
to the state insurance depart- 
ments. 
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An Insuranee Salesman’s 
A Day by Day Chart Plotted for the 








You have a half- 

day, or a day, to 

formulate plans 
for August production. 
Make a general outline 
of your campaign for 
the month, adapting 
the suggestions you get 
from this and other 
sources, to your own 
individual system of so- 
liciting. 








August being a 

popular vacation 

month, you should 
make most of your calls 
by appointment in or- 
der to avoid waste mo- 
tion. Fifteen minutes 
on the telephone will 
arrange a full day’s 
solicitation. 


4 Mail out the rental 
value letter (on aa- 
other page in this 
issue) to a sizeable list 
of prospects. Every 
dwelling risk on your 
books that lacks this 
coverage, should be in- 
cluded, of course. 





You should make 

ten calls a day. 

Your first calls 
should follow up your 
August sales letter. 
Solicit your straight 
fire insurance policy- 
holders first. 


If you make ten 

calls a day you 

will probably out- 
strip your competitors. 
It is a fact that many 
“depression conscious” 
salesmen are slacken- 
ing their pace. You can 
get more than your 
share of the spendable 
dollars. 





insurance as a ser- 

vice. The premium 
is small and _ your 
policyholder can be led 
to feel grateful for 
your foresight and 
knowledge in suggest- 
ing the coverage to 
him. 


7 Sell rental value 


Several offices re- 

port that, concen- 

trating on burgla- 
ry insurance as a sum- 
mer special this year, 
they have been reward- 
ed with an unprece- 
dented volume of pre- 
miums from this 
source. 











1 You’ll surprise 
yourself and 
your policyhold- 
er when you check up 
on the value of his 
household furnishings 
and other contents. A 
homeowner’s rough ap- 
praisal of these articles 
usually runs from 25 to 
50 per cent below actu- 
al value. 


] Your big weap- 
on against 
“cheap” insur- 
ance is service. This 
means appraisals, in- 
surance surveys, rec- 
ommendation of pre- 
vention devices and all 
the assistance you can 
render in the adjust- 
ment of losses. 


1 It is estimated 
that there is 
more than a 

half a billion dollars 
invested in golf proper- 
ties throughout the 
United States. Club 
membership totals 661,- 
500. The insurable in- 
terest from all angles 
is tremendous and 
many agents overlook it. 





canvassing 
pore s liabil- 


ity, you are not 
necessarily confined to 
the private clubs. Send 
your solicitor to the 
public courses. Their 
crowded conditions are 
conducive to accidents 
and their average pa- 
ron unable to pay 
heavy damages. 











14 “Sell” your 
company in 
these days of 
business failures. 
Acquaint yourself with 
its history, ideals, exe- 
cutive personnel and 
financial standing and 
make a talking point of 





1 The popularity 
of outboard mo- 
tors at the sea- 
shore and lakeside this 
summer is extensive. A 
coverage generally 
overlooked by the ma- 
jority of agents. The 
policy covers theft, too. 
Read about it in this 
issue. 
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Calendar for August 
Guidance of Fire and Casualty Agents 





1 The last contin- 
gent of vaca- 
tioners depart 
this month. Sell them 
personal effects insur- 
ance and a residence 
burglary policy on 
their town house on a 
“Peace of Mind” plat- 
form. 





1 Get the vaca- 
tioners both 
ways. Write 
the insurance on the 
summer homes they are 
deserting and if it was 
a short term policy you 
sold them on their town 
properties earlier, re- 
write them for long 
terms. 


1 What do you 
9) know about 
other busi- 
nesses? If you’re solid 
and shrewd, lend the 
weight of your general 
counsel to the women 
and professional men, 
who are numbered 
among your clients. 
Their appreciation will 
tangibly reward you. 


2 The last time 
the president of 
the Nat’l Assoc. 
of Insurance Agents 
was in his office, he or- 
dered a selected list of 
auto policyholders so- 
licited for higher limits. 
Result: a pretty vol- 
ume of premiums for 
the agency and a ser- 
vice to the assured. 





21 It’s a dog day 
and you want 


to get away 
from the heat of the 
city. Why not drive out 
to neighboring farms 
and try your hand at 
selling hail insurance 
and other crop covers? 


? Frequently fea- 
ture, in your 
advertising, 
sales literature and 
selling talks, a variety 
of coverages, even 
though you expect lit- 
tle demand for them. It 
creates the impression 
that you know your 
business thoroughly and 
can handle any line. 
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No insurance 
? agent should be 

daunted by a 
prospect’s statement 
that business is rotten. 
A struggling business 
with low reserves needs 
insurance protection 
above everything else. 





“Boys will be 
25 boys” and grey- 

beards will try 
to be on vacation. You 
should be selling per- 
sonal accident insur- 
ance regularly to vaca- 
tioners, most of whom 
are exposing them- 
selves to extraordinary 
hazards. 





y Individualize 
your approach 
with prospects 

whose tastes and hob- 
bies are known to you. 
Build your argument, 
for example, around a 
particularly choice 
piece of furniture rath- 
er than “household con- 


? Keep competitive 
charts promi- 
nently posted in 
your office. Race your 
August, 1931, produc- 
tion against results of 
August, 1930, and aim 
to make this month 
outstrip July. 





P28 Stay close to 
the contractors! 


Here are some 
of the insurances that 
come through them: 
Contract bonds, public 
liability, work men’s 
compensation, automo- 
bile, fire, steam boiler, 
bid bonds, auto fleets, 
payroll robbery. 








2? Some estimates 
9 place the cost 

of constructing 

a house now at 
exactly one-third what 
the same structure, 
brick for brick and 
board for board, would 
cost two years ago. It 
means lower insurable 
values but more con- 
struction. Watch for it. 











If your adver- 
3] tising budget is 

small, take 
small space regularly 
rather than large space 
spasmodically. And re- 
member that all adver- 
tising is not bought 
and paid for. Any- 
thing that “passes your 
good name along” is 
advertising. 
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Telling Your 





Story in the 


Newspapers 


Copy Suggestions for Fire and 
Casualty Agency Advertising 


HE sample ads offered on this page 
are suitable for newspaper or pro- 
gram advertising. The size may be 
adapted to whatever space you purchase 
and the type to whatever 


available at the shop of your local news- 


faces are 


paper. 

The advertisement 
cially designed to aid your campaign 
for summer coverages. It stresses the 
idea of a carefree vacation (as all va- 
cations should be) and mentions the 
outstanding vacation worries which in- 
As it is specialized 
copy, and published as an adjunct to 
your sales letters and personal solicita- 


below is espe- 


surance can banish. 


tions along the same line, it does not 
attempt to tell very much. The details 
are best left to your actual sales en- 
counter. 

The advertisement in the extreme 
right column is laid out to meet the 
requirements of so many agents who 
like to purchase single column space. 
This advertisement is designed to im- 
press readers with your broad insur- 
ance knowledge and consequent ability 
to be of service under any conditions. 
A variety of coverages is listed to 
bring out this idea. You can vary the 
classes of insurance listed at your 
pleasure. 





HAVE FUN 


on your vacation 
and let us do 


THE WORRYING 








YOUR HOME 


YOUR GOLF 


YOUR SELF 














Telephone 





WeE’LL INSURE: 


YOUR BAGGAGE 


YOUR MOTOR BOAT against All Perils 


YOUR NAME INSURANCE AGENCY 


against Burglary 
against Loss 


against Damage Suits 


against accident 


Address 


















Complete 
Protection 


This agency is equipped to 
write all forms of fire and 
casualty insurance and 
bonding. We will make 
a thorough check of 
your insurance needs 
and a true apprai- 
sal of the value of 
your property. 
Call us for coun- 
sel on any 


insurance 


problem. 


v 


Insurance 


of 
All Kinds 


& 


Fire 
Theft 
Liability 
Collision 
Windstorm 
Explosion 
Transportation 
Property Damage 
Personal Effects 

Residence Burglary 
Business Interruption 
Workmen’s Compensation 
Aircraft Property Damage 
Fidelity and Surety Bonds 


Agency Signature 
Address 
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Telephone 








Sales 
Letters 


F you have a 

letter writing 
problem, The 
Spectator offers 
you the services of 
a trained insurance 
sales letter writer. 
Send in your problem 
today. 


ITHOUT securing approval from 

their customers, many agencies 
are adding rent insurance to dwelling 
policies, delivering the broadened con- 
tracts and in most cases collecting. The 
increase in premium income is slight 
but worthwhile, and the inclusion of 
the additional coverage entirely justi- 
fied. 

Some companies are providing their 
agents with small stickers to attach to 
the outside of renewal policies, calling 
attention to the additions. These may 
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or may not be “good business.” The 
fact that a form is used is quite 
likely to engender in the policyholder’s 
mind a suspicion that the agency is 
making a general practice of increasing 
its income by foisting the additional 
coverage on everyone, willy nilly. That 
is obviously not good judgment in a 
selling business needing good will and 
confidence above all else. 

Our letter this week meets this sit- 
In some cases you may already 
stickers. Think a moment 


uation. 
have used 


This Week: 


Rent L nsurance 














before doing so on the next policy— 
perhaps this policyholder is one that 
should have a letter. If there is any 
doubt, use the letter—it’s better than 
to economize with the sticker, make 
your policyholder suspicious and per- 
haps lose the fire business as well as 
the rent premium. 

Next week we will present a letter 
on rental income, which affords sizable 
premium income from large property 
owners. 
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NOW IS THE TIME 


TO SELL LIFE INSURANCE— 
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MISSOURI STATE LIFE 
INSURANCE COMPANY 








America is more life insurance conscious 
today than ever before in the history of the 
country. The fact that life insurance is the 
only guaranteed collateral one can buy has 
been indelibly impressed upon practically 
everyone’s mind. Men are buying life in- 
surance today for its investment value as 
well as for protection. The Agent who is 
equipped to present a modernly arranged, 
sound life insurance program combining 
investment for the future with protection 
against physical and economic death is as- 
sured success. 
. 

The Missouri State Life Agent’s multiple 
line “Kit” provides just such a program 


$151,000,000 of Admitted Assets 
A Good Company to Represent 
© 


Hillsman Taylor, President Saint Louis 


Life — Accident — Health — Group — Salary Savings 
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For Temporary Seafarers 


OLKS who rush to the seashore 

and lakeside to gain surcease from 
the heat and noise of the city are 
greeted these summer days with the 
steady put-put-put of motor craft that 
swarm the harbors and lake fronts as 
thickly as automobiles do the clamor- 
ous city streets. Rowboats and even 
canoes seem to be as thoroughly out- 
moded nowadays as the practically ex- 
tinct horse and buggy. Those who can 
afford them purchase the sleek, nose- 
tilted speed boats that cut through the 
water at an amazing pace. Others chug 
around more complacently in the nicely 
turned motor boat of familiar design. 
And finally, there is the great ma- 
jority, the “flivver” class, who buy an 
out-board motor and attach it to the 
humble rowboat or other proletarian 
type of craft. 

No one can watch the current spec- 
tacle at summer resorts without a grow- 
ing consciousness of the insurance needs 
which have arisen out of this mechan- 
izaton of water sport. There are no 
traffic cops and craft rush madly here 
and there with no perceptible right-of- 
way rules prevailing. They are often 
piloted by people of gross inexperience. 
Boathouses, of course, are not nearly 
numerous enough to accommodate the 
craft. Most of them are tied to poles 
by night with a piece of rope. Haz- 
ards of fire and accident are high be- 
cause every ride is a “joy” ride. 

There is a genuine opportunity here 
for agents to pick up a nice volume of 
premiums that will go a long way 
toward balancing the summer slack. 
These motor and out-board boats can 
be fully covered, generally by an inland 
marine policy, at reasonable rates. The 
policy offers protection against fire, 
theft and collision. 

Protection can also be purchased for 
the out-board motor alone, whether at- 
tached to the boat or by itself. The 
inland marine policy will cover it while 
in transit, as well. 

Motor boats on a grander scale, as 
well as those which have attained the 
cognomen of “yachts” are also enjoy- 
ing great popularity. These can be 
written under the regular marine policy 
which affords the regular hull insur- 
ance against fire and marine perils, lia- 
bility and collison, and Federal com- 
pensation insurance. 
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Three Summer Specials for Fire and 


Casualty Agents 


Golfer’s Liability Is 
Contagious 


RECENT survey made by the 
research department of the Conti- 
nental and Fidelity-Phenix Fire Insur- 
ance Companies disclosed that there 
were 661,550 members of golf clubs 
throughout the United States. An ex. 
tremely modest estimate of the more 
or less regular patrons of the public 
courses would bring the total number 
of golf players up to 800,000 at least. 
If all these players were covered for 
a 10,000/10,000 liability policy for 
three years at an average premium of 
$8, it would mean a total premium vol- 
umn for golfers’ liability of $6,400,000. 
It is safe to assume that the majority 
of this business is still to be written. 
Agents desiring to sell this coverage 
can make it worth their while by de- 
voting a short but intensive campaign 
to it. It catches on. 

This angle is brought out by the cita- 
ton of definite cases in the Aetna-Izer, 
publication of the Aetna Life and affili- 
ated companies of Hartford. An article 
in a recent issue of that publication 
says: 

“Golfers’ and sports’ liability insur- 
ance is the kind of protection that pro- 
duces what one might term ‘spontane- 
ous sales.’ It works just about the 
same as a stone that is given a little 
shove at the top of a steep hill. As it 
rolls along it gathers momentum and 
before long it starts numerous other 
stones rolling down the hillside with it. 

“That is the way it often works out 
with the solicitation of golfers’ and 
sports’ liability insurance. One sale in 
itself doesn’t amount to a great deal, 
but it usually starts something that 
winds up in several other orders. 

“A. J. Althans, Aetna-izer in Cleve- 
land, Ohio, found this to be true. He 
was calling upon one of his customers 
in connection with some other matters 
and at an appropriate moment brought 
to his client’s attention the advantages 
of golfers’ liability insurance. After 
a very brief discussion the gentleman 
said, ‘Sure, I want one of these.’ They 
had just about reached this point in 
their conversation when one of the 
other officials of the company came in 
and the man to whom Mr. Althans had 
just sold a policy turned to the new- 
comer saying, ‘Say, Bill, Art has some- 

(Concluded on page 17) 


Hail Insurance ina Nutshell 


UMMING up the A-B-C’s of writ- 

ing hail insurance in the latest 
issue of The Hartford Agent, L. G. 
Warder, superintendent of the Hart- 
ford’s Chicago hail department, divides 
his subject into the four headings of 
What, Where, When and How, and 
says: “WHAT is hail insurance?” 

Tc the farmer it is peace of mind: 
to the agent who has sold it, it is not 
merely commission, but the knowledge 
that a service has been performed; to 
the banker who is financing the crop, 
it is the soundest additional possible 
security; to the merchant who has ex- 
tended credit to the farmer, it is an 
assurance that if hail occurs, the grow- 
er’s obligations will be met; to the com- 
munity, it is assurance that the credit 


of its farmer buyers will be unim- 
paired, 
“WHERE should it be sold?” 


Everywhere that crops are grown. Hail 
is no respecter of person, wealth or 
poverty, locality or crop. While it is 
true that some localities are more sub- 
ject than others to hail, there is no 
place east or west, north or south that 
has not at some time seen the devasta- 
ton which follows hail. 

“WHEN should hail insurance be 
sold?” The first is the very early 
spring before the crops have shown 
above the ground. This is usually the 
time when the more substantial farm- 
ers buy hail insurance so that they will 
be sure of the maximum protection that 
can be granted by a hail policy. The 
second time is when the crops have 
shown above the ground and give some 
indication of what the yield will be. 
This is the time when the largest por- 
tion of the business is written. The 
third time is in the late summer or 
early fall, a few weeks before harvest, 
when the grower looks at his ripening 
fields and realizes that just a few mo- 
ments of hail will totally obliterate not 
only his profits but his entire invest- 
ment. 

HOW should hail insurance be writ- 
ten? Just like any other line of in- 
surance. There is an estimated value 
to a crop that will not materially vary 
unless some usual crop catastrophe 
occurs. 

From that yield, the grower expects 
his year’s income. He may not sell 
the crop, it is true, but whether he sells 

(Concluded on page 17) 
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National Life Insurance Company 


Calls attention to its steady increase of surplus: 


eee 
BFBO. 2.00: 


For complete financial statement, address: 


Agency Department 


MONTPELIER, VERMONT 























“My God! the pickets are 


coming in! 


Push Your Cannon Ahead!” 


So cried an English officer as Alex- 
ander Hamilton’s men swept the 
streets with cannon fire at the battle 
of Trenton . . . while Washington 
and his staff took post on high 
ground where they could get a good 
view. 

National Guaranty Life Agents are 
sweeping the states of California 
and Nevada with the cannon fire 
of “More Insurance at Less Cost.” 


National Guaranty Life Agents are 
“Pushing the Cannon Ahead,” hav- 
ing led ALL California Companies 
in production and net increase in 
California life business in 1929 and 
1930. 

This Leading Company wants Lead- 
ing Agents in California and Ne- 
vada. 


National Guaranty Life Co. 


617 S. Olive Street 
Los Angeles, California 


W. D. Dilbeck, President 























PIONEER LIFE 
INSURANCE 
COMPANY 


HOME OFFICE 


GREENVILLE, S. C. 


An Old Line Company With 
A New Line of Policies 


JOHN T. WOODSIDE 
Chairman of the Board 


T. OREGON LAWTON 


President 
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A FISH STORY 


By W. L. BALDwIN 


Inspector of Agencies, Reliance Life 

Some time ago I went fishing—small 
inland lake fishing. Croppies and cat 
fish were in abundance. When a crop- 
pie was hooked he made one or two 
efforts to get off the hook, and then 
gave up the fight. When a cat fish took 
the bait he seldom started to fight. 
Soon it was so easy I picked out a com- 
fortable seat and caught just as many 
fish as when I was seeking likely look- 
ing places. In a few hours I was “fed 
up” and quit. 

My next fishing expedition took me 
to fast mountain streams, where there 
was an element of danger, and much 
effort required. If I exposed myself 
to view or made any noise, there were 
no fish, When one of the beautiful, 
fighting trout took the bait he imme- 
diately set about getting off the line. 
Once the line was slack for a fraction 
of a second, Mr. Trout was free. 

The trout never stops fighting, not 
even when in the creel. He is a hardy, 
healthy fellow. He cannot swim out 
in the current and park—he must fight 
to live. He ascends water falls of from 
ten to twenty feet. His own kind, if 
larger, will eat him. He must be alert 
to live. His flesh is hard, his color 
glorious, his battles many. 

Perhaps more than half the trout 
hooked are never landed. He survives 
by courage, alertness and fighting. No 
“cat fish surrender” tactics for him. He 
lives on living, moving things. He 
matches wits against other children of 
nature—and he is the most admired 
and sought after of his kind. Laws are 
made to give him a break. You hear 
of few laws to protect the cat fish, 
the theory being that he is not worth 
it. He doesn’t try to protect himself. 
MORAL: Why be a cat fish? 

What kind of fish are you fishing for? 
What kind of fisherman are you? The 
good ones—those worth having—are 
hard to get. Effort, skill and experi- 
ence are necessary to take them in. 

All of this is apropos of what? The 
conclusion is obvious. Why be a cat 
fish, or a cat fish fisherman? Let’s hit 
the fast water from the slippery rocks. 
Let’s get some business—the trout 
kind, in the trout way. 





DIRECTOR OF DETROIT LIFE 


At the recent meeting of the board 
John M. Manley of Cincinnati was 
elected to the board of directors of the 
Detroit Life Insurance Company. Mr. 
Manley is prominent in legal and in- 
dustrial circles in the Middle West. 
He is at present secretary of the Na- 
tional Metal Trades Association of 
Cincinnati, Ohio. 
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Sales Helps for the Life 
Underwriter 
(Concluded from page 6) 
young man and ready for the world. 
He’s a picture of his Dad. Now, we 
will send him a remembrance draft for 

$1,000. Will you want that done? 
Allen: Who sends this money? 
Underwriter: An arrangement may 
be made with the trust department of 
your bank. May we step over and see 
the trust officer? 


Think Over This Illustrative Case 
—Mortgage: 

Underwriter: You are Mr. Jones. I 
am Mr. Underwriter from the Helpful 
Life Insurance Company. I understand 
that you recently purchased a home on 
North Hyland Avenue. May I ask as 
to its probable value ten years from 
now? 

Jones: The purchase price was 
$8,000. Our part of the city is growing 
and I should realize a good profit if 
I would want to sell. 

Underwriter: Then, do I understand 
you purchased the home as a specula- 
tion or as a permanent place in which 
to live? 

Jones: A permanent place, but of 
course anyone would sell if they could 
get their price; but what is the pur- 
pose of this question? 

Underwriter: My company has in- 
come protective property. Are you 
acquainted with the refinance con- 
tracts of life insurance companies? 

Jones: What do you mean? 

Underwriter: There is a mortgage 
unpaid. 

Jones: Yes. 

Underwriter: About $4,000? 

Jones: A little larger. 

Underwriter: It is being liquidated 
by monthly payments. 

Jones: Yes. 

Underwriter: Were you to drop out 
of the picture, a refinance contract 
would cancel the mortgage and Mrs. 
Jones would receive a fully paid title 
deed to the property. You would want 
her to continue to live in the home you 
provided ? 

Jones: I don’t understand what you 
mean. 

Underwriter: A home until paid for 
is a temporary place in which to live. 
The other fellow owns the property, 
but under certain conditions permits 
you to have possession of it. Some day, 
your family may suffer a total loss of 
your income. You will have gone for 
good. Then, what provision will enable 
your family and those who love you to 
continue the payments and keep pos- 
session of the property you bought for 
them? 

Jones: That’s a chance we all take, 
but then I have Life Insurance. 

Underwriter: May I ask the amount? 
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Jones: About $3,000. 

Underwriter: Those who love you 
will need that money. Your final ac- 
counts must be paid, and the balance 
will be needed to help them get re- 
started. An increase of but 2 per cent 
on your present interest rate will make 
the home secure for them. Should your 
physical condition warrant us as- 
suming the risk, my company will issue 
you a contract to that extent. We will 
go over to the doctor’s office now. 





Rent and Rental Value 


(Concluded from page 7) 

nado? If it would take six months or a 
year to rebuild, you could not very well 
visit relative or neighbors for that 
length of time without paying board. 
Wouldn’t it be much more convenient 
either to go to a hotel or rent a fur- 
nished house? 

Make inquiry now among some of 
your real estate friends as to how much 
it would cost to rent a furnished house 
similar to yours in an equally desirable 
neighborhood, or inquire from a hotel 
what their monthly rates would be for 
you and your family. This will help 
you to ascertain the daily amount you 
will need from an insurance company. 

You will also need an amount to take 
care of your taxes, mortgage interest 
and other incidental expenses which 
will continue during the time your 
house cannot be occupied after the tor- 
nado. The reason for this form of in- 
surance is that a tornado policy only 
pays for the direct property loss due to 
tornadoes. 


Golfer’s Liability 


(Concluded from page 15) 

thing here that you ought to have. You 
play golf, don’t you?’ Upon receiving 
the other man’s affirmative reply the 
new assured proceeded to sell his asso- 
ciate and all Mr. Althans did was to 
take the second order. ‘The three of 
them were then talking golf when the 
first customer spoke up and said, ‘Say, 
by the way, I think Joe ought to have 
one of these policies. Let’s call him.’ 
Thereupon Joe was called in and he 
purchased one. Then between the three 
of them they thought of three more 
men who played golf and who needed 
the protection, with the result that all 
three were called in and Mr. Althans 
got six orders for golfers’ policies at 
one interview.” 


—__ 


Hail Insurance 


(Concluded from page 15) 
it as grain or feed and sells it as beef 
or pork, it represents, nevertheless, the 
revenue from the business in which he 
is engaged. 
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Awaits you with ths GREAT MIDWESTERN INSTITUTION 
dedicated to unsurpassed service in everything pertaining to the business of 
Life Insurance. 


Policies for men, women and children 


Aids for You: Modern plans, options and provisions 
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Mr. Agent— The attractive low rate and the unusually 


liberal provisions of the Universal Policy are 


A interested i ki nd 
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a direct home office contract? 
sentatives to forge steadily ahead in spite of 


If so, clip the coupon ! | conditions which tend to reduce production. 





This company offers such a contract to men The Universal gives National Life repre- 
and women of character and ability. Write 
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| accident and group policies. and results in eales. 
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L.U. A. of New York 
Endorse Candidates 





Four Names Presented by Exec- 
utive Committee for Presi- 
dency of National Association 
Leon Gilbert Simon, Theodore M. 

Riehle, John C. McNamara and George 
A. Kederich have been endorsed by the 
executive committee of the Life Un- 
derwriters Association of New York 
City for the presidency, or other office, 
in the National Association of Life 
Underwriters. The names of these men, 
all of whom are well known because of 
the association work they have done, 
were decided upon for presentation to 
the advisory nominating committee of 
the National Association at a meeting 
held last week. 

Edward J. Sisley, chairman of the 
executive and educational committee of 
the association, submitted a report con- 
cerning changes in the New York Uni- 
versity training course which was ap- 
proved. Two courses of sixteen weeks 
each will be sponsored by the associa- 
tion during the coming year instead of 
three eleven-week courses as has been 
done in the past. The classes will meet 
three days each week, probably on 
Tuesdays, Wednesdays and Thursdays, 
from 9 to 12 o’clock noon. Agents, it 
is expected, will appreciate this change 
since they will not have to give up as 
much time to attend the courses as in 
the past. Other reasons for believing 
that morning courses would be better 
than those held in the afternoon were 
given in the report. 

The New York University~ at the 
present time is considering the advis- 
ability of a four year course at the 
iniversity’s school of commerce lead- 
ng up to the B.S. degree with special- 
zation in some phase of life insurance. 
Such a course, it is expected, will be 

itlined by James Elton Bragg, director 

f the training school. The American 
ollege of Life Underwriters will be 
nsulted as to the possibility of giv- 
ig the C.L.U. credits to those who pass 
uurses at the New York University, 
nce its subjects parallel prescribed 
quisites of the C.L.U. examination. 
ext year’s training course classes will 
limited to 90 members. E. J. Sisley 
ts reelected head of the executive 
mmittee ef the association. The ad- 
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Mississippi Premium Tax 
Payments 
Commissioner Lowry Notifies 
Companies They Must Be 


Made Semi-Annually 


JACKSON, Miss., July 20.—Premium 
taxes on all insurance companies oper- 
ating in Mississippi will have to be paid 
semi-annually instead of annually be- 
cause of an ambiguity in 1930, accord- 
ing to Ben S. Lowry, State Insurance 
Commission, to prevent the possibility 
cf penalties. This is in accordance with 
a decision from the attorney general. 
Notices to companies have been sent 
out by Commissioner Lowry who has 
set Aug. 15 as the deadline date, all 
remittances to reach him prior to that 
day. The statement of Commissioner 
Lowry to companies, in part, follows: 
“Owing to the ambiguity of our insur- 
ance statute enacted in 1930, requiring 
insurance companies to pay this tax 
on the annual basis, but providing no 
date for the payment of same, I have 
thought best to make this collection on 
the semi-annual basis just as has been 
done in the past, to avoid any proba- 
bility of a penalty. 

“I recognize that the courts have held 
that this tax is a privilege tax, and 
further that provision is made that all 
privilege taxes should be paid in ad- 
vance. But there is a specific statute 
providing that the premium taxes and 
all other taxes payable at this time, 
should be paid upon the experience of 
the companies. Therefore, the premium 
tax could not be payable in advance. 
My contention has been upheld by Hon. 
J. A. Lauderdale, Assistant Attorney- 
General, in an opinion to this depart- 
ment. Our State treasury is facing a 
deficit at this time, and it would be very 
pleasing to the department and cer- 
tainly appreciated by every citizen of 
this State, if this report could be made 
at an early date.” 








vertising campaign of the association 
was approved. Ralph G. Engelsman, 
head of the advertising committee, has 
prepared a series of twelve informa- 
tive advertisements designed to make 
the public more familiar with the bene- 
fits of life insurance and to increase 
the prestige of the association. They 
will appear in two leading New York 
newspapers. 


Business Revival Seen 
in Near Future 





President Van Dyke Tells North- 
western Life Agents in Con- 
vention—It Is Imminent 


Twelve hundred agents of the North- 
western Mutual Life Insurance Com- 
pany, Milwaukee, expressed great en- 
thusiasm at the remarks of President 
W. D. Van Dyke concerning the pros- 
pect of an early revival of business de- 
livered at the 55th annual convention 
of the company’s association of agents 
held in that city this week. President 
Van Dyke asserted that he had com- 
plete faith in the certainty of a revival 
of business in the near future. An- 
other feature of his address treated at 
length the experiences of the life insur- 
ance companies with total and perma- 
nent disability clauses in their policies. 
He also urged the agents to impress 
upon the policyholder the danger of loss 
to himself and to his dependents in 
failing to repay as soon as possible any 
loans they had made on their policies. 
He called attention to the fact that be- 
cause of the depression of the past two 
years the loans made on policies had 
been greatly increased. 

W. A. Irwin, professor of economics 
at Washburn College, Topeka, Kan., ad- 
dressed the meeting of the special and 
soliciting agents Monday afternoon on 
“Insurance as an Economic Stabilizer.” 
He asserted that because of constant 
uncertainties of our changing business 
structure life insurance throws out a 
safe anchor of accumulated funds. Our 
people are now insurance minded, he 
said, and consciously or unconsciously 
they, the agents, are assuring the sta- 
bility of America. The Special and So-- 
liciting Agents’ Association elected the 
following officers: President, Ernest 
H. Earley, Brooklyn; vice-president, 
Edwin Gould, Omaha; second vice-presi- 
dent, George V. Metzger, Kansas City; 
secretary and treasurer, Frank Mores, 
Chicago. The present convention was 
termed the prosperity meeting of the 
association. 





BALTIMORE, July 21.—Two appoint- 
ments to the agency staff, Charles D. 
Haug at Williamsport, Pa., and Henry 
D. Curtis at Clarksburg, W. Va., were 
announced this week by C. C. Cla- 
baugh, supervisor of agencies for the 
Maryland Life Insurance Company. 
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IMPRESSIVE FIGURES FOR 
WESTERN & SOUTHERN 

At a semi-annual meeting of the 
board of directors of the Western & 
Southern Life Insurance Company, 
Tuesday, President Charles F. Williams 
announced the following figures for the 
first half of 1931: 807 new agents 
were appointed, 96 agents were pro- 
moted to assistant superintendents, 11 
assistant superintendents were pro- 
moted to superintendents, 54 new home 
office employees, 1184 salaries of field 
representatives and home office em- 
ployees were raised. 

The new business applied for and 
issued from Jan. 1 to June 30 amounts 
to $105,439,552. The assets as of June 
30 are $120,926,014.86, which is an in- 
crease of $5,500,000 since the first of 
the year. The legal reserve for the 
protection of policyhoiders is now $101,- 
330,355, or an increase of $3,750,000. 
The surplus of the company in addition 
to the $10,000,000 is now $7,539,067.61, 
or an increase of almost $2,000,000 in 
six months. 


E. A. KELLOWAY GENERAL AGENT 

FOR STATE MUTUAL 

IN SAN FRANCISCO 
Everett A. Kelloway has been ap- 
pointed as general agent of the State 
Mutual Life Assurance Company in San 
Francisco, Cal., effective July 15, 1931. 
Mr. Kelloway succeeds William R. 
Spinney, who has resigned. In 1922 
Mr. Kelloway entered upon his career 
as a life insurance salesman. Four 
years ago he became assistant manager 
of a Los Angeles agency.. Subse- 
quently he went to San Francisco, 
where he has been more recently man- 
ager for one of the large Canadian 
companies. He comes to the State 
Mutual highly recommended and with 
the best wishes of his former associates. 





HOME OFFICE EMPLOYEES HONOR 
PRESIDENT REYNOLDS 
President John A. Reynolds of the 
Detroit Life Insurance Company was 
recently presented with $123,750 of ap- 
plications, which had been secured in 
his honor directly through the efforts 
of the Home Office Employees’ Organi- 
zation. The total insurance secured 
comprised both applications on the lives 
of the members of the association as 
well as on outsiders. A facsimile of 
the scroll containing the names of 
those employees who participated in the 
campaign now adorns the south wall of 
the president’s office. 
STONEWALL LIFE CONVENTION 
The second agency convention of the 
Stonewall Life Insurance Company, 
Vicksburg, Miss., will be held at the 
Great American Hotel, Gulfport, Miss., 
Aug. 14 and 15. 


Aetna Life Regional Meet- 
ing Sept. 14-19 

An elaborate program is planned for 
the agents and the general agents of 
the Aetna Life Insurance Company at 
their combined general agents confer- 
ence and 1931 Regional meeting to be 
held Sept. 14 to 19 at the Hotel Gris- 
wold, New London. 

One of the principal features of the 
program, will be a visit to the home 
oce scheduled to require one day, Sept. 
16. The general agents and agents 
will come to Hartford from New Lon- 
don by bus, fifteen to twenty buses in 
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all, which will be decorated conspicuous- 
ly to identify them as “Aetna Life 
Regionnaires.” A.sight seeing tour of 
the Aetna Life’s new home office, an 
organ recital in the Aetna auditorium, 
a luncheon in the Aetna cafeteria, and 
a business session, also in the new audi- 
torium, will constitute the day’s pro- 
gram. They will return to New Lon- 
don again by bus that evening. 

Other features of the program are 
golf tournaments, a “regional” banquet 
at the Hotel Griswold, and business ses- 
sions. The regional meeting will ad- 
journ Wednesday evening, Sept. 17 and 
the general agents conference will take 
up Thursday. 
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New York Life Agents’ compensation includes “Nylic,” a monthly 
payment beginning after two years’ service, based on previous pro- 
duction. This gives them a certain regular income increasing from 
time to time during the next 18 years, based upon the same annual 
production of new business. “Senior Nylics” have served a mini- 
mum of 20 years and are drawing an annuity, payable in monthly 
instalments, which will continue for life. Most of them are still 
active in writing new business, though they have the right to retire. 


NEW YORK LIFE INSURANCE COMPANY 


51 Madison Avenue, Madison Square 
NEW YORK, N. Y. 


THE SPECTATO® 
July 23, 193 

















Pan-American Life Men 
in Convention 





Two Hundred Attend Annual 


Meeting at Toronto 


The 1931 convention of the Pan- 
American Life Insurance Company held 
in Toronto, Canada, was the greatest 
convention ever staged by the company, 
in accomplishments if not in size, ac- 
cording to the public relations depart- 
ment. About 200 agents and their 
Wives were present. The meeting was 
formally opened by Howard Arm- 
strong, deputy superintendent of in- 
surance of the Province of Ontario, who 
welcomed the convention delegates to 
Canada. Leonard A. Goodman, Texas 
general agent of the Pan-American and 
leading producer of the company’s 
United States agencies for 1930, re- 
sponded to Mr. Armstrong’s welcome. 
There followed addresses by Crawford 
H. Ellis, president of the Pan-Ameri- 
can, E. G. Simmons, vice-president and 
general manager and S. E. Allison. 
vice-president and actuary. Other 
speakers were Ted M. Simmons, Charles 
J. Mesman, manager agency analysis 
bureau, and Dewey W. Kemp, field 
superintendent. 

At the convention six members of the 
Pan-American Agency Organization re- 
ceived charter memberships in the com- 
pany’s new producers’ organization, the 
Dynamo Club. Requirements for mem- 
bership in this club are $200,000 paid 
business during any calendar year and 
the six men receiving awards had made 
their annual quota during the first six 
months of 1931. At the conference of 
general agents and managers the Pan- 
American’s new field training course 
was introduced and loudly acclaimed 
by those present. 


FOLLOW IN FATHERS’ FOOTSTEPS 


Clarence Joseph Crary and William 
G. Preston, sons of two general agents 
for the Northwestern National Life of 
have followed in their 
fathers’ footsteps by signing agents’ 
contracts with the company recently. 
Mr. Crary, son of A. W. Crary, Fargo, 
N. D., is to work as a full-time agent 
under his father. The A. W. Crary 
agency is one of the oldest of the 
Northwestern National Life and has al- 
ways been one of its leading agencies. 
Mr. Preston, son of W. F. Preston, gen- 
eral agent at Great Falls, Mont., has 
signed only a part-time contract for 
the present. He is a student at the 
University of Washington and plans 
to sell’ insurance during the summer 
and spare time. 


Minneapolis, 
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BANKERS LIFE INS. CO. OF 
AMERICA 


BALTIMORE, July 21.—The organiza- 
tion of the Bankers Life Insurance 
Company of America has just been per- 
fected here. The company has been in- 
corporated with Richard E. Preece, 
Leon H. A. Pierson and R. E. Lee 
Young as temporary directors. While 
all three are Baltimoreans, it is under- 
stood that New York and Philadelphia 
interests are connected with the new 
company. 

The authorized capital stock is $200,- 
000, the majority of which, it is said, 
has been paid up. The company will 
write health, accident and life policies 
in the Atlantic coast States. The com- 
pany’s charter has been approved by 
the State Insurance Department. 





ASSISTANT SECRETARIES OF 
PROVIDENT MUTUAL LIFE 


The Provident Mutual Life Insurance 
Company of Philadelphia announces the 
election of Robert L. Beatty and Wil- 
lard D. Holt as assistant secretaries. 
Linked with this change is the estab- 
lishment cf an enlarged accounting de- 
partment which will embrace the pre- 
mium accounting activities as well as 
the general bookkeeping functions. 
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E. W. ALBACHTEN WITH PACIFIC 
MUTUAL 
LOUISVILLE, Ky., July 20.—E. Walter 
Albachten, formerly home office agency 
manager, at Louisville, for Inter South- 
ern, has become general agent at Louis- 
ville for the Pacific Mutual of Los An- 
geles, succeeding Robert H. Ford, who 
has gone into personal production. The 
change became effective July 1. Al- 
bachten went with Inter Southern near- 
ly five years ago, having previously 
been with Missouri State Life, and at 
Duluth for Continental of St. Louis. 
Three are also in the life 
game, R, J. being with Inter Southern 
and H. A. is district manager at Duluth 
for Mutual Benefit, while Ed Albachten 
is with H. A. at Duluth. 


brothers 


SAN FRANcISCcO, July 14.—Appoint- 
ment of E. A. Kelloway, formerly man- 
ager of Canada Life at San Francisco, 
as general agent of State Mutual Life, 
succeeding William R. Spinney, re- 
signed, was announced today, appoint- 
ment effective July 15. San Francisco 
agency of State Mutual founded by 
Spinney in August, 1929. Spinney left 
position as superintendent of agencies 
of Union Mutual Life to come to coast. 













salesmen. 


happy in their work. 


JOIN A 
COMPANY 
YOU CAN BE 
PROUD OF! 









The Commonwealth Life Insurance Company, by its policy 
of CORDIAL CO-OPERATION with its agents is able to at- 


tract and keep the finest, most intelligent and ambitious 


Our men, because they have our full resources and experi- 
ence at their command are contented, prosperous and 


CommonweAaLtH Lire Ins.Co.. 
Louisvitte, Ky. 












A Man Is Known by the 
Company He Keeps! 












A Company Is Known by 
the Men It Keeps! 











Life Insurance 


























Do you want 


a General Agency with a Com- 
pany that knows all of its agents 


by their first names? 


We have some wonderful open- 
ings for General Agents in Iowa, 
Nebraska and West Virginia; at- 
tractive commission contracts 
with renewal, also office allow- 


ance. 


If interested, write me person- 
ally as to either a General 
Agency or District Agency. 


O. L. HOLLAND, President 


AMERICAN NATIONAL 
ASSURANCE COMPANY 


3719 Washington Boulevard 
St. Louis, Missouri 
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BUILD CLIENT GOOD WILL 


Nothing succeeds like success; nothing builds good «ill 
quicker than a handsome MONARCH WALLET pre 


sented to chents who give you worthwhile business. We 

















make them m a variety of styles, Black, Cordovan Brown 
and De Luxe, and gold stamp them im any quantity 
Each wallet 1s supphed with eight envelopes and summary 


card. If you want to insure tomorrow's business, pre- 
sent a MONARCH today-—it never fails. Business built 
on the good will basis pays real dividends. 













THE HAGERSTOWN 
LEATHER COMPANY, Inc. 
HAGERSTOWN, MARYLAND 
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51.24% 


of the new business Paid for in The North- 
western Mutual Life Insurance Company in 
the year 1930 was upon applications of 
members previously insured in the Com- 


pany. 
Once a Policyholder— 
Always a Prospect 
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LEXANDRIA 


HOTEL 
INTERNATIONALLY FAMOUS 


RATES 
SINGLE WITH BATH $22°T038. 
DOUBLE WITH BATH $4. To $9, 


ATTRACTIVE WEEKLY, MONTHLY 
AND RESIDENTIAL RATES 
The Alexandria Hotel is an affiliated 
unit of the Eppley Hotel Cos 22 Hotels 
in the middle west, Louisville, Ky. 
and Pittsburgh, Pa. and the Hamilton 
chain of Hotels in California------ 


E.C.EPPLEY CHARLES B. HAMILTON 
President Vice-President & Managing Director: 


CORNER OF FIFTH AND SPRING STREETS 


LOS ANGELES 


CHICAGO OFFICE + 520 No. Michigan Ave.- Suite 422 - Phone-Supertor 44/6 
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Brokerage Houses Merge 


in Boston 


Victor de Gerard Co. of New 
York and J. P. Meade Co. of 
Boston Join Forces in That 
City 

Boston, July 21.—An_ important 
amalgamation of the Boston interests 
of two prominent insurance brokerage 
houses was announced officially and 
jointly today by the Victor de Gerard 
Company, New York, and the John 
Paulding Meade Company, 45 Kilby 
Street, Boston. Under the terms of the 
amalgamation, the companies have 
merged their Boston interests and will 
operate in the Boston territory under 
the corporation name of the John 
Paulding Meade Company. 

James Roosevelt, son of Governor 
Franklin D. Roosevelt, of New York, 
who is vice-president of the Victor de 
Gerard Company and has been New 
England manager for this corporation, 
will continue his insurance activities 
with the Meade Company as vice-presi- 
dent and assistant general manager. 
He will retain also his vice-presidency 
with the Victor de Gerard Company. 

John Paulding Meade, who has been 
elected president and general manager 
- of the merged corporation, is one of the 
outstanding insurance brokers in the 
country and for 31 years has operated 
as an insurance broker in Boston. For 
the past quarter of a century, Mr. 
Meade has conducted the affairs of the 
John Paulding Meade Corporation, 
achieving an unusual record of success. 
Among the companies represented by 
Mr. Meade are the Employers’ Liabil- 
ity Group, and the Boston Insurance 
Company, both having their home offices 
in Boston, and more than a dozen other 
well-known fire and casualty com- 
panies. 

At the recent celebration of the 50th 
anniversary of the Employers’ Liabil- 
ity Group, Mr. Meade was a guest in 
London of the company in recognition 
of his standing and ability as a busi- 
ness producer. 


Began business in 1923. 





B. R. BAYS, 
President 
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™ SERVICE LIF 


LINCOLN, NEBR. 


Scranton-Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an un- 


limited production. 


Contract as good as the best, with exclusive rights. 


Confidential communication invited from those with 
clean records and with ability to handle such an agency. 


EXCLUSIVE, 
care of THE SPECTATOR 


Address. 


MOBILE UNDERWRITERS 
ENDORSE TED RIEHLE® 


MOBILE, ALA., July 21.—The Mobile 
Life Underwriters’ association at its 
last meeting expressed appreciation to 
the Chamber of Commerce and other 
civic interests who helped to defeat a 
bill levying a 6 per cent premium tax 
on all insurance written in the city of 
Mobile. Charles G. Taylor and Charles 
F. Crestwell, representing the Associa- 
tion of Life Presidents were present 
and reported that the bill had apparent- 
ly been indefinitely postponed. 

The association went on record as en- 
dorsing Ted Riehle of Equitable Life 
for president of the National Associa- 
tion of Life Underwriters. New di- 
rectors elected were: Ben H. Walker, 
L. D. Dix, E. S. Partridge, C. W. Moss, 
J. B. Crawford and Charles L. Sullivan. 

Joe C. Montgomery, newly elected 
association president, presided. 








Victor de Gerard, president of the 
Victor de Gerard Company, and Mr. 
John Paulding Meade fostered the ne- 
gotiations which brought about the con- 
solidation of these interests. All ex- 
ecutives of the corporations are promi- 
nent in the financial, business and in- 
surance worlds. The John Paulding 
Meade Company plans extensive de- 
velopment of the combined insurance 
interests it now represents, according 
to the statement issued by the company. 


Ins. 
Co. 


Now in 15 States 


JOHN L. OESCHGER, 





Sec’y-Treas. 


N. Y. U. Life Insurance 


Training Course 


Fall Term to Consist of Two 
Courses of Sixteen Weeks 
with No Evening Classes 


Starting with the fall term the Life 
Insurance Training Course at New 
York University, conducted under the 
sponsorship of the Life Underwriters’ 
Association of the City of New York, 
will be changed to two courses of 16 
weeks each in duration with classes 
three hours a day from 9 to 12 a.m. 
three days a week. The days the 
classes are to be held will either be 
Tuesday, Wednesday and Thursday, or 
Tuesday, Wednesday and Friday. There 
will be no evening classes as heretofore. 

The educational committee of the 
Life Underwriters’ Association is to 
consult the American College of Life 
Underwriters authorities in the near 
future as to the possibility of giving 
C.L.U. credits to those passing evening 
courses in the School of Commerce at 
N.Y.U. whose subjects parallel the pre- 
scribed requirements of the degree. 








The Gary office of the Western and 
Southern Life Insurance Company has 
been placed in charge of Superinten- 
dent H. W. Staab, formerly of Green- 
ville, Ohio, and V. McCoy of Norwood, 
Ohio, has been appointed superinten- 
dent of the Cleveland South District. 


Agents Wanted 


Good opportunities in se- 
lected territory for hust- 
lers. 


Up-to-date policies. Lib- 


eral commissions. 


Life Insurance 
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Second Agency Building 
School Under Way 





Conducted by Ins. Sales Research 
Bureal at Babson Institute 

in Boston 
The school in 
agency building given by the Life In- 
Sales Research Bureau of 
the Babson Institute was 


second two-week 


surance 
Hartford, at 


begun Monday. There was a 75 per 
cent increase in enrollment over that 
of last year. Agency builders from 


ten States, the District of Columbia and 
Canada, engaged as managers, genera! 
or agency 
attendance in addition 
office 


being 


agents, supervisors, as- 
in 


of home 


sistants are 


to a number represen- 
ttatives. held at 
Woodlot Library and most of the stu- 


Park Manor, the 


Classes are 


dents are living at 
Babson dormitory. 
These schools in agency building are 
more popular this year than ever be- 
throughout the 


ccuntry recognizing the need for this 


fore, agency builders 


concentrated training in agency man- 


agement. Some indication of the wide- 


spread interest in training and man.- 
agement may be had from the fact that 
men are registered at this school from 


as far south as Mississippi, as far west 


as Michigan, and as far north as 
Halifax. 

The courses offered by the Bureau 
emphasize working plans. Each stu- 


dent attending the school will complete 


six working assignments while he is at 
Babson. Five of these assignments 
cover his plans for handling the prob- 
lems mentioned above and the sixth is 
a well defined plan for the future de- 
velopment of his agency during the 
next five years. One of the most popu- 
lar features of these schools is the eve- 
ning round table conference of which 
four or five will be held during the two 
weeks these men are assembled here. 
Those taking part in them have the 
opportunity to discuss those subjects 
which interest them most. 

Members of the Research Bureau 
staff who are here to conduct the school 
are S. G. Dickinson, G. Fay Davies, 
and L. B. Hendershot. These men have 
had long experience and intensive train- 
ing ‘n life insurance and general 
business. 

The following companies are repre- 
sented at Babson with from one to five 


men each: Detroit Life, Fidelity Mu- 
tual, Massachusetts Mutual, Monarch 
Life, National of Vermont, New En- 


gland Mutual, Phoenix Mutual, Provi- 
dent Mutual, Standard Life of Missis- 
sippi, Sun Life. 

A 


be 


similar school for managers will 
held at Northwestern University, 
Evanston, Ill., Aug. 17-28 
Because of the number of home office 
men who have attended these schools 
in the past, a special school for home 


inclusive. 


office representatives will run concur- 
rently with the manager’s school, han- 
dling the same problems but attacking 
them from the home office standpoint. 


PROVIDENT MUTUAL LIFE VICE-PRESIDENTS 





Edward W. Marshall 
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... promising a 
LIMITED SERVICE 
CHARGE 











| HE cost f ¢ tion of a lif n r. 
+ cor mM c ne re- 
garded § 9 
ne expe r 2 
ne matter what service charge 
Ay ow » th - af a caden A 
triluste the te San wf ts ~ 
bute the be U 
epresents the big problem before life 
r anc com rn) mana 1) ¢ r 
7) - 
fi itiure Ag ring 5 
ure ine imsuring p iblic S alive 
now as never before to the importance 
of quality management, and the com- 
any of the future will be that com- 
pany which serves best, with all that 
aad nites fn et ! — 
word implies, for a reasonable manage- 
ment charge. . 


i iow facts were borne in mind 
when NwNL's Guaranteed 
Premium Reduction were de- 


promised 








that the for service shall be 
mited by the low premium, the sharp 
reduction in the premium after the 
first year being in effect a guaranteed 
dividend. They are further assured 
that the persistent policyholder will 








may be exchanged for a 





participating contract after the tenth 
@ year at the same low gross premium. 





Some Premium Rates 
at Age 35 


Premium for 


: Second and 
First Year Subsequent 
Premium fears 


rc ese fe ean 72 
Endowment at &5 e955 $90 75 














NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


© J ARNOLD. parsers 


STRONG~- Minneapolis Minn. ~ LIBERAL 
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Guardian Life Holds 


Annual Convention 





Greenbriar Meeting of Stellar 
Producers Stages Enthusiastic 
Three-Day Program 


The annual convention of Guardian 
Life fieldmen was held at The Green- 
brier in White Sulphur Springs, W. 
Va., Juy 14, 15 and 16. 

An informal reunion and _ get-to- 
gether preceded the opening of the con- 
vention on Tuesday morning, July 14. 
At 10 o’clock the meeting was called 
to order by A. W. Fetter of Greens- 
boro, first vice-president of the Guard- 
ian Life Leaders Club, who presided 
at the opening session. 

President Carl Heye of The Guardian 
was the first speaker, delivering an 
address of welcome to the three hun- 
dread ieaders and their guests who 
were present. In his remarks, Presi- 
dent Heye reviewed the company’s re- 
cent financial experience, commenting 
on the continuance of a favorable 
underwriting experience and return on 
investments during the first half of 
1931. 

Vice-President James A. McLain was 
then introduced, and after reviewing 
the record of the past club year, pre- 
sented honor awards to the outstanding 
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“For the People” 


A great, modern hotel located “just 
a step from Broadway.” Adjoining 
countless theatres, railroad termi- 
nals, piers, shopping and business 
centers 


1400 ROOM S&S 


Each with Bath [Tub and 
Shower] Servidor and Radio 


DAILY RATES 
Single $3.00 $3.50 $4.00 
Double 4.00 5.00 6.00 


The New HOTEL 


LINCOLN 


44th to 45th Street at 8th Avenue, New York 
ROY MOULTON, Manager 
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SOUTHEASTERN U. S. 


As a result of our expansion program, 


unusually attractive General Agency 


openings are available for the right 


men 
EASTERN 6éstates 


operate. 


in most of the ten SOUTH- 
in which we now 
Unexcelled policy contracts, 


most liberal first year and long time 


renewal commissions, allowance for or- 


ganization and office expenses. 


If you are looking for a real oppor- 


tunity, it will be to your advantage to 


communicate with us. 


Cc. O.. MILFORD, 
President 


GREENVILLE 











SOUTHEASTERN LIFE 
INSURANCE COMPANY 


Southeastern “U. S.” Should Remind You of Us 


ORGANIZED 
1905 


SO. CAROLINA 











2. 


leaders. Service pins were presented 
to those veterans of ten years or more 
having quinquennial anniversaries this 
year. This group was headed by Man- 
ager Arthur Niemeyer of Belleville, 
Ill., who received a 40-year pin. R.N. 
R. Bardwell, supervisor of Southern 
agencies, was awarded a 35-year pin, 
and 30-year pins went to Manager 
George Leisander of San Francisco and 
Hans Niemann of New York Doremus. 
Eleven other veterans having fifteen 
or ten years’ service were similarly 
rewarded. 

Conservation trophies were then pre- 
sented to the leading agency in each 
of four divisions, with a silver cup 
going to the agency cashier. 

In the evening the annual banquet 
was held in the Auditorium. Vice- 
President McLain presided as _ toast- 
master and introduced President Heye, 
who gracefully paid tribute to the 
ladies present. Mr. Heye then pre- 
sented the President’s Cup to the John 
C. McNamara, Jr., Agency, which, by 
reason of winning it for the third time, 


came into permanent possession of the 
trophy. 

Toastmaster McLain then presented 
a gavel to Leaders Club, Vice-President 
Fetter acting on behalf of President 
Donald Russell, and the prizes to the 
winners of the golf tournament were 
distributed. 

The result of the executive commit- 
tee’s election of new officers for the 
Leaders Club, held earlier in the after- 
noon, was then announced, the follow- 
ing slate having been chosen: Presi- 
dent, Ralph A. Trubey of Fargo; first 
vice-president, E. P. Herbert of New 
York McNamara; second vice-presi- 
dent, Miss Maud McCallister of St. 
Louis; vice-presidents-at-large, East- 
ern Division, J. C. McNamara, Jr., of 
New York McNamara; Central Dis- 
trict, W. A. Gray of St. Louis; South- 
ern and Southwestern District, J. R. 
Wilson of Little Rock; and Pacific, 
Mountain and Northwest District, 
George Leisander of San Francisco. 
F. A. Bachur of the home office was re- 
elected secretary. 
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WANTED! Men who 
live in MISSOURI 


to learn the interesting story 
concerning agency contracts 
for open territory the Southland 
Life has to offer YOU. For the 
complete facts write Clarence E. 


Linz, First Vice-President. 








HARRY L. SEAY, PRESIDENT 














CENTRAL STATES LIFE 


INSURANCE COMPANY 
OFFERS YOU 





Policies for all ages 1 to 70. 
Children’s Policies with Beneficiary Insurance. | 
Both Participating and Non-Participating. 
Disability and Double Indemnity. | 
Surgical and Dismemberment Benefits. 
Non-Medical. Standard and Non-Standard. 
Sales Planning—Circularization Department. 
Perseverance and Producer’s Clubs. 

Special Monthly Premium Plan. 


NEW FAMILY INCOME PROTECTION POLICY 
Now, over $100,000,000 insurance in force 
Write direct to Home Office 


ST. LOUIS 
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America Insures Itself 


An enlightening new Hand Book containing Valuable 
Information as to Life Insurance for Agents, Busi- 
ness and Professional men 


By MORRIS PIKE, LL.B., BS. 


N the informative work entitled Ammrica INsuREs It- 
I seLr, Mr. Pike deals with the important subject of life 

insurance in a manner which es to agents and 
laymen, lawyers and medical men by the clearness and 
lucidity with which life insurance and its uses are 
described. 

AMERICA INSURES ITSBLF has met with a prompt and 
appreciative response from the above classes of business 
and professional men. It has been aptly described as “a 
popular and clear exposition of the principles underlying 
life insurance—and of the various angles of the business 
in an easy, flowing style, so that he who runs may read,” 
and also, as “a thorough book, a good book and one that 
is easy to read.” Companies would find it an admirable 
general handbook for their agents; to the public it should 
- as making plain many of the methods and plans 
of insurance as well as other points of interest which 
arise in connection with the subject. 


Price, per copy, $3 
Discount in Quantities 
THE SPECTATOR COMPANY 


Division of United Business Publishers, Ine. 
NEW YORK CHICAGO BOSTON NEW ORLEANS 














Reinsurance 


We offer companies writing per- 
sonal health and accident substantial 
reinsurance facilities for excess lia- 
bility on principal sum and monthly 
and weekly indemnity. 


Write to J. E. Sheridan, Reinsur- 
ance Underwriter. 


INTER-OCEAN CASUALTY COMPANY 


_ HOME OFFICE 
CINCINNATI, OHIO 

















Sales Possibilities 


Undeveloped in Maryland! 


We Have Some of the Best 
Counties in the State Open 
for Direct Appointment. 
Generous Contract . . . Full Policy Service 
Sincere Home Office Cooperation. 


George Washington Life Insurance Co. 
Charleston, West Virginia 























In our Home Office Agency in Rhode Island every 
man is on salary and works directly for the Com- 
pany. The definite income which this plan makes 
possible is appreciated by our agents. The agent 
is an integral part of the Home Office organiza- 
tion and has an opportunity to increase his income 
by commissions on excess business. If interested, 


write to— 
Puritan Life Insurance Company 
Providence Rhode Island 





























| Equitable Life Insurance Company 
Home Office: Washington, D. C. 


Henry P. Blair, President Allen C. Clark, Secretary 
Joseph Sanders, Vice-President Gilbert A. Clark, Actuary 


ATTRACTIVE OPPORTUNITIES 


For men with clean past records, in 


DELAWARE, MARYLAND, OHIO, W. VIRGINIA and 
DISTRICT OF COLUMBIA 


Up-to-Date ORDINARY and INDUSTRIAL Policies 
For further information, write 
L. H. Hannah, Manager of Agencies 
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Mathus Selected Chairman 
of I. A. C. Life Group 





Elected by Mail Ballot When IIil- 
ness Prevents Bert Mills 
from Continuing Worr 


Kenilworth H. Mathus, who has re- 
cently been appointed by President 
James Loomis of the Connecticut Mu- 
tual Life Insurance Company, as its 
“Editor of Publications,” has also been 
selected as the Life Group Program 
Sessions Chairman for the Insurance 
Advertising Conference’s Ninth Annu- 
al Convention at the Hotel Royal York, 
Toronto, Oct. 4-7. 

When President Chauncey S. S. Mil- 
ler of the Insurance Advertising Con- 
ference received word from President 
Nollen of the Bankers Life that Sec- 
retary Bert Mills had recently under- 
gone a serious operation and would 
have to be away from his desk for many 
weeks, a questionnaire was sent to 
about sixty of the life insurance com- 
pany members of the Insurance Ad- 
vestising Conference, asking whom they 
would prefer to have take over the work 
Mr. Mills had begun so auspiciously. 
Mr. Mathus had a considerable plurali- 
ty of the designations for the position 
of chairman of the Life Group Sessions 
Program. 

His popularity at all of the meetings 
of the entire Life Group, the Life Group 
Standing Committee and other func- 
tions of the Insurance Advertising Con- 
ference because of his energy and readi- 
ness to be helpful in every way to his 
competitors evidently led to his im- 
pressive mail-vote. 

For a long time the Connecticut Mu- 
tual Life’s monthly magazine of sales- 
manship, “CoMuTopics,” has _ been 
among the best known insurance com- 
pany organs. And for some time Mr. 
Mathus has been in charge of adver- 
tising and sales promotion activities of 
that company. He is the author of 
“The Eyes Have It, In Selling Life In- 
surance,” of which nearly 10,000 copies 
have been sold, and has frequently con- 
tributed to the Literary Digest, Print- 
ers’ Ink Weekly, Postage and The Mail 
Bag, and many other publications, both 
in this country and abroad. 


Mr. Mathus frequently writes for 
THE SPECTATOR on sales promotion 
topics. 





BECOMES CHAIRMAN 
OF THE BOARD 

The board of directors of the Omaha 
Life Insurance Company at a recent 
meeting, elected W. E. MeCandless, who 
has been agency director, as chairman 
of the board. Mr. McCandless’ successor 
as agency director has not yet been 
chosen. 
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ADVERTISING FAMILY INCOME 
IN NATIONAL MAGAZINES 


The John Hancock Mutual Life In- 
surance Company of Boston, one of the 
life companies doing extensive nation- 
al advertising, is presenting the Family 
Income idea to the public through its 
August and September advertising in 
leading magazines. 

The John Hancock offers this idea in 
a new form, a rider to be attached to 
any standard John Hancock policy of 
$5000 or more. 

This provides for income ranging from 
$50 per month and up—which amounts 
to 12 per cent income annually on the 
principal sum of the policy—the prin- 
cipal becoming payable to the estate or 
the beneficiary at the end of the in- 
come period. 

Magazines used by the John Hancock 
are: American Magazine, World’s 
Work, Good Housekeeping, Clubwoman, 
Parents’ Magazine, Judge, Nation’s 
Business, Business Week, Forbes, 
Sportsman, Time, Fortune, American 
Legion Monthly. 





GREAT-WEST LIFE LICENSED 
IN WASHINGTON 


The Great-West Life of Winnipeg has 
received a license to do business in the 
State of Washington and will commence 
operations immediately. 

At present, offices are being opened 
in Seattle with F. W. Renworth, form- 
erly district manager in Vancouver, 
B. C., as State manager. Offices will be 
established in other cities throughout 
the State as rapidly as necessary to 
give effective service to the company’s 
policyholders, of which there are al- 
ready nearly one thousand in Washing- 
ton. 


In 1931 


Be the Outstanding 
Life Insurance Man 


in Your Community 


Our Service Will Help You 


Massachusetts Mutual 
Life Insurance Co. 


Springfield, Massachusetts 
Organised 1851 


More Than Twe Billion Dollars 
of Insurance in Force 











SIXTY YEARS 
OF PROGRESS 
1871 1931 


Statement. for 1930 


New Assurances 


Paid for ...... $705,678,000 
Total Assurance 
in Force ..... $2,863,701 ,000 


Surplus and Con- 
tingency Reserve $36,532,000 


BOC ciincne ws $588,733,000 


Liabilities (includ- 
ing Paid - up 
Capital Stock) ..$552,201,000 


SUN LIFE 
Assurance Company 


of Canada 


Head Office: Montreal 








—_—_ 














Peoples Life 


Insurance Co. 
“‘The Friendly Company” 


Frankf ort, Indiana 


$5,884,944.18 on Deposit 
with the Indiana Insurance 
Department 


$839,839.33 Surplus 
tection to Policyholders 


$50,000,000.00 Insurance in 
Force 


Pro- 


NEW STANDARD POLICIES, LOW 
RATES, DISABILITY CLAUSE, 
DOUBLE INDEMNITY PROVISION, 
MONTHLY INCOME, GUARAN- 
TEED SETTLEMENTS. 


TERRITORY OPEN IN 


INDIANA, OHIO, ILLINOIS, MICH- 
IGAN, ARKANSAS, TENNESSEE, 
TEXAS, IOWA AND CALIFORNIA. 


A few top notch contracts to In- 
sutance Producers with experi- 
ence, character and ability. Ad- 
dress the Company. 
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~LOVALIY GROUP- 





fi 0 MIM No) 
TRUE. ‘OPTIMISM 


True Optimism is Faith; Faith in Humanity; Faith in the Nation; Faith in its Institutions; 
? Faith in Yourself; Faith in the Present; and Faith in the Future. 
: False Optimism is Hope based on Desire. 
t Pessimism is compounded of lack of Faith in all that True Optimism is founded upon, and is acknowledg- 

ment of unbelief in self, too often coupled with the wish to profit through the misfortunes of others. 

History, that Just Judge of Humanity, reads the record and inexorably records the verdict. 
4 The Verdict is, always has been, and always will be that True Optimism is justified and its results proven; 
a that False Optimism cannot last because of its unsound foundation; and that Pessimism cannot prevail, but 
must ever fail because of its inherent untruth and viciousness. 

History records that the world progressed, and was in every way better and more prosperous in the year 
100 than in the year 1 A. D.; History records that the world progressed, and was in every way better and 
more prosperous in the year 1000 than in the year 100 A. D.; History records that the world progressed, and 
was in every way better and more prosperous in the year 1900 than in the year 1000 A..D.; and History will 
continue to record the progress of the world. and this record will show the year 2000 in every way better and 
more prosperous thar the year 1900 A. D. It is reasonable to believe, and it is wise to believe, and 
most people do believe that the year 1931 will be in every way better and more prosperous than the 
year 1930. Voice, therefore, your belief by word and act and aid it to come true in fullest measure. 

Almost two thousand years ago a wise teacher and leader of men said: 

**Now Faith is the substance of things hoped for, the evidence of things not seen’”’, 
Today Faith is as then. Today, as then, True Optimism i is Faith. Thinking men must be and are True Opti- 
mists. That individuals have suffered misfortunes in the past and many have succumbed, and that individuals 
will suffer misfortunes in the future and more will succumb, cannot be denied, but such misfortunes, however 
hard for the individuals, are after all individual misfortunes and will not, in fact cannot stay the world march 
of progress and prosperity. 

Do not be ashamed of your True Optimism, and do not be afraid to express it because you 
fear some pessimist may ridicule it and tell you that some day he will say ‘‘I told you so’’. Have 
courage and make known your True Optimism by voice and deed; make known your Faith in 
Humanity; make known your Faith in your Nation; make known your Faith in the Future; 
make known your Faith in Yourself; and make known your Faith that the tide has turned and 
that Prosperity has its hand stretched to knock at the door, and will surely enter if we but heed 


it, instead of harkening to cowardly fear. 
NEAL BASSETT, President. 
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NEAL BASSETT,, President 


FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


NEAL BASSETT, Chairman of Board 





ELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE GIRARD FIRE AND MARINE INSURANCE COMPANY 


NEAL BASSETT, President 





THE MECHANICS INSURANCE COMPANY OF PHILADELPHIA 


NEAL BASSETT, President 





NATIONAL-BEN FRANKLIN FIRE INSURANCE CO. OF PITTSBURGH, PA. 


NEAL BASSETT, President 





SUPERIOR FIRE INSURANCE COMPANY 


~~"NEAL BASSETT, Chairman of Board 





LLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 





THE CAPITAL FIRE INSURANCE COMPANY 





UNDERWRITERS FIRE INSURANCE CO. OF CONCORD, N. H. 


NEAL BASSETT, Chairman of Board 





ELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


MILWAUKEE MECHANICS’ INSURANCE COMPANY 


NEAL BASSETT, Chairman of Board 





THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 














LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 





JOHN KAY, Vice-President and Treasurer A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


HENRY M. GRATZ, Dvestios JOHN KAY, Vice-President H. HASSINGER, Vice-President 


JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 
WwW. E. WOLLAEGER, wane JOHN KAY, Vice-President A. H. HASSINGER, Vice-President 
AT Ae Wen cee A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP a2 ViewPoint 


CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 


CHAS. H. YUNKER, President JOHN KAY, Vice-President HASSINGER, Vice-President 
w 


J. SCOFIELD ROWE, President H. S. Lamers. Vice-Pres. & Gen'l Counsel Ss. BURTON, Vice-Pres. J. C. HEYER, Vice-Pres. 
EARL R. HUNT, Vice-Pres. S. K. McCLURE, Vice-Pres. JOHN KAY, Vice-Pres. A. H. HaSsInGER. Vice- Pres. WELLS T. BASSETT, Vice-Pres 


Cc. W FEIGENSPAN. President H. S. LANDERS, Vice- Pres. & Gen'l Counsel ey AN WINKLE, Vice-President E. FEIGENSPAN, Vice-President 
JOHN KAY, Vice-President . H. HASSINGER, Vice-President WELLS T 1. BASSETT. Vice-President 
COMMERCIAL CASUALTY INSURANCE COMPANY 
WESTERN DEPARTMENT EASTERN DEPARTMENT PACIFIC DEPARTMENT 
844 Rush Street, Chicago, Ill. 10 Park Place San Francisco, California 

H. A. CLARK, Manager Newark, New Jersey pi ; 
Ass’t Managers 
hr CANADIAN DEPARTMENT |W. ¥. EG FOTTER, Mange 
JAMES SMITH FRED. W. SULLIVAN MASSIE & RENWICK, Ltd.; Managers JOHN R. COONEY CHAS. H. GATCHEL 
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Full Value Auto 
Coverage 


Plan Has Been Employed with 
Success But It Means Hand 
Picked Agents 


LOUISVILLE, Ky., July 20.—Much in- 
terest has been manifested in automo- 
bile underwriting circles “3 Louisville 
in a letter sent out by E. S. Tachau & 
Sons, Louisville local hecho in which 
this agency offers to underwrite the 
full paid value of automobiles, and pay 
losses on that basis, regardless of de- 
preciation. 

However, the plan is not new. 
Tachau & Sons have been using it for 
two years and eight months. During 
the first year the business was rein- 
sured, having been written into the 
Tachau owned company, the Louisville 
Fire & Marine Insurance Co., which 
reinsured all of it, and watched re- 
sults closely. That first year showed 
a 16 per cent loss ratio on an earned 
premium basis. 

The idea is not new. The Federal In- 
surance Company has been selling fire 
and theft on automobiles on such a plan 
for years. Chubb & Son, New York, 
managers of the auto department of the 
Federal, introduced the idea a number 
of years ago and have built up a good 
business in the larger cities, selecting 
their agents carefully, and proved it 
successful over a period of 15 years. 
The Federal writes the business through 
its Inland marine department. 

Tachau & Sons are using the same 
general plan in its own agency, and in 
small town agencies in which it has 
planted the Louisville Fire & Marine. 
After its first year’s trial on a rein- 
surance basis the Tachau interests were 
satisfied as to its soundness. They 
found that any number of companies 
were perfectly willing to reinsurance 
the maximum limit plan of writing 
autos, but wouldn’t write it themselves, 
due to the human element in agents, 
and the fact that they were not in 
position to hand-pick their risks. 

A letter, dated July 9, on stationery 
f E. S. Tachau & Sons, local agents, 
sent to a selected list, read: 

You may have a car two years old 

that cost $1, 500, and you may have kept 


it in perfect condition. It is as good 
for your purpose as a new car and if 
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COMMERCIAL UNION REINSURING 
BRANDT & CO’S CENTURY 
BUSINESS 


SAN FRANCISCO, CAL., July 21.—As 
a result of several conferences between 
home office officials of the Century In- 
surance Company, Ltd., the Commer- 
cial Union Assurance Co., Ltd., and 
W. B. Brandt & Co., Inc., the business 
of the Century obtained from Brandt 
& Co. was reinsured by the Commer- 
cial Union Group. This was done be- 
cause most of the insurance controlled 
by W. B. Brandt & Co. has been placed 
with the Commercial Union Group. 
The reinsurance arrangement becaine 
effective July 1. 

The arrangement not incluce 
fire and allied lies and automobile busi- 
ness written by the Century Insurance 
Co. east of the Rocky Mountains. W. 
B. Brandt & Co. now represent the 
Commercial Union Group in the entire 
country for inland marine and all risks. 

The Board of Fire Underwriters of 
Pacific has received an application for 
approval of appointment of W. B. 
Brandt & Co. as general agents in Cali- 
fornia for the Mercantile Fire & Ma- 
rine Underwriters of the American Cen- 
tral, member of the Commercial Union 
Group, for fire, automobile and allied 
lines. 


does 


you lose it you must invest $1,500 for 
a new one. 

Your insurance agent has told you that 
you cannot get more than $750 of in- 
surance on this car, so you buy a policy 
on Jan. 1 for $750. On Sept. 1 your 
car is stolen. You have paid for $750 
of insurance but you cannot expect to 
receive this much, for your car has de- 
preciated perhaps $250 in the interven- 
ing eight months. 

On a car worth $1,500 to you, you 
receive perhaps $500 from the insur- 
ance company, or just about 33 per 
cent of the amount it becomes neces- 
sary to invest in a new car. 

There are many reasons for this pro- 
cedure, but we contend that it is un- 
fortunate, to say the least, that the 
good careful insurance risk must be 
penalized for the faults of others. 

We have worked out a method for 
overcoming this condition. We will sell 
you a policy for any amount of insur- 
ance you want, up to the original cost 
of the car, regardless of its age. And 
what is more, we will pay you in full 
up to the amount of insurance you 
carry, regardless of the time of the 
loss. 

(Concluded on page 33) 


lirst Law of Nature 
in Insurance 


W. H. Bennett Makes Stirring 
Address Before Buffalo Fire 


Underwriters 


“The first law of nature has been the 
heritage of the human race since the 
dawn of recorded history,” said Walter 
H. Bennett, secretary-counsel of the 
National Association of Insurance 
Agents, in speaking before the Buffalo 
Association of Fire Underwriters at 
the celebration of its fiftieth anniver- 
sary last week. His subject was “The 
First Law of Nature,” and he said that 
at this time, because of extremities, we 
find a movement in insurance parallel- 
ing the original idea of the first law 
of nature. 

Mr. Bennett said that the inexorable 
law of economics applies equally to the 
operations of insurance companies and 
insurance agents. No agent, he said, 
can spend more than he makes and re- 
main solvent. No agent can spend the 
money that belongs to some insurance 
company without imperiling his pres- 
ent welfare, if not his future existence. 

No insurance company, he continued, 
can receive 100 cents in a premium dol- 
lar, pay out more than that and con- 
tinue indefinitely to stem the tide. He 
cited from the annual report of a fire 
insurance company in which he noted 
that its loss ratio in its fire lines in 
1930 was 60 per cent, its marine lines 
68.7 per cent, its automobile business 
79.1 per cent, its average loss ratio on 
all lines 70.3 per cent, and its total 
loss and expense ratio 113.6 per cent. 


“IT knew,” he said, “that Old Man 
Mathematics was camping on _ that 


company’s trail and that before long it 
will be submerged beneath the waves 
of economic reality.” 

For many years the National Asso- 
ciation, Mr. Bennett said, has contended 
that the distribution of insurance 
through ignorant and unqualified men, 
and through the unlimited representa- 
tion of a given company in a given 
territory, is economically unsound and 
a wasteful procedure. It brings forth 
resultant confusion, dissatisfaction and 
complaint from the insuring public. 
“It is the belief of the leaders of the 

(Concluded on page 33) 
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Cash on hand, funds conservatively invested 
or current balances payable when due 


156th 


Semi-annual Statement 
July 1, 1931 


Cash Capital 
$24,000,000.00 


Net Surplus 
$36.398,755.35 
(Accumulated over 78 years) 
Surplus to Policyholders 
$60,398,755.35 


Additional Funds 
$38,936,368.00 
(Pro Rata Unearned Premiums) 





Reserved 
for miscellaneous accounts, taxes, 
dividends, and other obligations 
$12,754,865.55 


Assets 


$112,089,988.90 
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Home Insurance Co. Issues 
Semi-Annual Report 





Policyholders Surplus Totals $60,- 
398,755; Income Increased 
$10,000 Per Month in 1931 


The 156th semi-annual statement of 
The Home Insurance Company, New 
York, made public recently by Presi- 
dent Wilfred Kurth, shows net surplus 
accumulations totaling $36,398,755, 
while surplus to policyholders aggre- 
gated $60,398,755. Additional funds, 
designated as pro rata unearned pre- 
miums, amounted to $38,936,368, while 
there was’ reserved for miscellaneous 
accounts, taxes, dividends and other ob- 
ligations the sum of $12,754,865. 

Total assets of this company were on 
that date $112,089,989, of which cash in 
banks and trust companies amounted 
to $7,625,537. Investments in govern- 
ment bonds aggregated $8,883,840; 
state and provincial bonds, $2,007,450; 
county and municipal bonds, $10,352,- 
584; railroad bonds, $10,539,175; indus- 
trial and other bonds, $9,059,700; rail- 
road stocks, $19,508,500; bank and trust 
company stocks, $1,934,960, and indus- 
trial and other stocks, $29,799,829. 





News of San Francisco and the Coast 


IREMAN’S Fund Indemnity has 
been licensed to write casualty, fi- 
delity and surety lines in the Siate of 
Colorado, making 46 States in which 
the company is authorized to do busi- 
ness. 
* * * 

Belief that the depression hit the 
Pacific coast full-tide about the first of 
the year, and that now conditicns are 
gradually improving, is expressed by 
H. F. Mills, manager of the Aetna In- 
surance Company at San Francisco. 
Mr. Mills bases his opinion on a recent 
trip through the Pacific Northwest and 
along the coast. Concerning conditions 
there, he says: “While business condi- 
tions are not particularly good, there 
is a feeling of optimism among the 
business men generally as regards the 
future.” 

.e* © © 

George Jordan, manager of the At- 
lantic marine department of the Fire- 
man’s Fund Insurance Company at 
New York, is spending his vacation in 
San Francisco and vicinity. Following 
a short visit at the home office of the 
company in the city, Mr. Jordan went 
to Carmel, Cal., where he will remain 
until Aug. 1, after which he will return 
to San Francisco for a conference with 
company officials. He will return to 
New York following the meeting. 
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UNION OF CANTON APPOINTS 
WALLACE REID 

The Union Insurance Society of Can- 
ton, Ltd., has appointed Wallace Reid 
& Co., Inc., as its fire agents in the New 
York Metropolitan District, including 
Brooklyn and suburban territories. 

The “Union” was organized in 1835 
and transacts both fire and marine in- 
surance throughout the world. Its fire 
managers and attorneys for the United 
States are W. J. Roberts & Co., Inc., 
71 William Street, New York City. 
The company is now engaged in build- 
ing an agency plant throughout a num- 
ber of eastern and adjoining States. 


Cash capital remained at $24,000,000. 
Security investments are at actual mar- 
ket values as of June 30, 1931. 

In the first six months of 1931 the 
company’s income from interest and 
dividends on its investments increased 
at the rate of $10,000 per month, as 
compared with the corresponding 
months of 1930. It is out of this in- 
come that the company for many years 
has paid its dividends. There has been 
no change in the dividend rate paid by 
the company. 





Roscoe N. Gray, medical director of 
the casualty claims department of the 
Aetna Affiliated companies, is spending 
several days in San Francisco with his 
wife and small son. Mr. Gray was for- 
merly in the medical department of the 
western branch office of the Aetna, hav- 
ing been transferred to the home office 
in June, 1929. 


* * * 


Removal of its offices to larger quar- 
ters is announced by the Watson & 
Taylor general agency of San Fran- 
cisco. The firm is moving from 244 
Pine Street to 236 Pine. The new 
quarters will enable the housing of the 
claims and underwriting department in 
the same. 


* * * 


The E. Virgil Norton General Agency 
of Salt Lake City has been appointed 
general agent in Utah and southern 
Idaho for the Associated Fire & Marine 
and the Southern Fire. Also the ap- 
pointment of Harry Christinson who 
operates as the John D. Boyle Generai 
Agency of Los Angeles, as general 
agent in California for the Detroit Fire 
& Marine and Northwestern Fire & 
Marine, is announced. These appoint- 
ments were approved as the generai 
agency committee of the Board of Fire 
Underwriters of the Pacific on July 14. 
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Semi-Annual Statement of 
America Fore 


Total Assets of Seven Companies 
T otal $235,191,253 as of 
July 1 

The semi-annual statements of the 
companies comprising the America 
Fore group—the Continental Insurance 
Company, the Niagara Fire Insurance 
Company, the First American Fire In- 
surance Company, the Fidelity-Phenix 
Fire Insurance Company, the Ameri- 
can Eagle Fire Insurance Company, 
the Maryland Insurance Company of 
Delaware and the Fidelity and Casualty 
Company of New York—shows that as 
of July 1, 1931, the total assets of the 
seven companies were $235,191,253. 
The surplus to policyholders totaled 
$125,385,393, of which the cash capital 
amounted to $46,355,032 and the net 
surplus to $79,030,360. Reserves totaled 
$109,805,861. 


Continental’s Results 


Taking the various companies sep- 
arately, the Continental Insurance had 
as of that date total assets of $85,225,- 
089, cash capital of $19,495,839 and net 


surplus of $32,395,475, making the 
policyholders’ surplus $51,891,314. 
This is the 157th semi-annual state- 


ment of the company. 

The statement for the Niagara Fire 
shows total assets of $23,453,075; capi- 
tal, $5,000,000; net surplus, $8,416,685, 
making the policyholders’ surplus $13,- 
416,685. 

The First American Fire had total 


assets of $3,935,190; cash capital, 
$1,000,000; net surplus, $1,598,060, 
making the _ policyholders’ surplus 


$2,598,060. 


Fidelity-Phenix Surplus 


Total assets of the Fidelity-Phenix 
Fire were $68,192,486. The cash capi- 
tal is $13,859,193 and the net surplus 
$26,675,532, making the surplus to 
policyholders $40,534,725. 

The American Eagle Fire had total 
assets of $13,638,036; cash capital, 
$1,000,000; net surplus, $6,091,048, 
making the policyholders’ surplus $7,- 
091,048. 

Total assets of the Maryland Insur- 
ance Company were $2,695,177; cash 
capital, $1,000,000; net surplus, $1,158,- 
932, making the policyholders’ surplus 
$2,158,932. 


Casualty Running Mate 


The Fidelity & Casualty Company 
had total assets of $38,052,198, with 
cash capital of $5,000,000, net surplus 
of $2,694,626, making the policy- 
holders’ surplus $7,694,626. 
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Kentucky Bureau Reports 
on Unprofitable Risks 


Field Men Receiving Letter See 
Veiled Suggestion to Quit Writ- 
ing Such Risks 


LOUISVILLE, Ky., July 20.—George H. 
Parker, manager, Kentucky Actuarial 
Bureau, Louisville, under date of July 
17, mailed a letter to subscribers, in- 
cluding company officials and field men, 
which contains a remarkable amount of 
T.N.T., in the form of a veiled sugges- 
tion that companies in Kentucky dis- 
continue writing Unprotected Property 
in the 9th and 10th classes. 

Figures taken from the official files 
of the State Department of Fire Pre- 
vention and Rates, Frankfort, for the 
five year period, 1925 to 1929, inclusive, 
show that the rates have been hope- 
lessly inadequate to take care of the 
loss ratio on such classes. The Bureau 
has exhausted every possible lead to 
secure cooperation from the Kentucky 
department in the matter of increasing 
rates, and there is no relief in sight. 

The letter to subscribers shows un- 
protected 9th and 10th class dwellings 
on a loss ratio of 84.14 per cent; mer- 
cantile buildings, 71.09; mercantile con- 
tents, 71.77; farms, 71.94 and mining 
risks, 64.18. 

The big question in the minds of field 
men and others who have read the letter 
of the bureau is—what will the com- 
pany reaction be? Local agents will 
probably soon receive the same infor- 
mation from field men, or direct from 
companies as contained in the letter. 
The agents will not be at all 
anxious to see companies discontinue 
writing ninth and tenth class as this 
would very greatly reduce premium in- 
come for rural agents. They would add 
their voice and with much timbre, to 
the argument for advanced rates on 
such classes. The question of mutual 
competition has also been brought up, 
but mutuals don’t want such high loss 
ratio business as that found in 9th and 
10th A few companies might 
continue writing such classes, even if 
a large percentage of companies now in 
Kentucky should discontinue writing 
them, but their experience on such busi- 
ness, at existing rates would not be 
such as to warrant them continuing 
such writings very long. 


local 


class. 


In so far as is known it is the first 
time in any State where a bureau has 
so clearly lighted the way to a program 
that would force recognition of com- 
pany demands for reasonable increases 
in rates to enable them to place low 
return properties on a reasonable basis. 

In the last paragaph of Mr. Parker’s 
letter it is clearly stated that rates or 
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SOME INCREASE IN “TOURIST 
FLOATER” INSURANCE 


Due apparently to somewhat 
improved business conditions, a 
gain in “tourist floater” coverage, 
as the insurance of personal bag- 
gage and effects in transit is 
known, has been noted by the 
Continental Insurance Company 
and other the 
“America Fore” group. 

The company finds that while 
transatlantic travel is relatively 
light, domestic touring by persons 
who are planning to visit various 
sections of the United States 
during the present summer, is on 
the increase. It is believed, also, 
that travel to Canadian points 
will be fairly heavy this season. 


companies of 











YATES JOINS NATIONAL UNION 

Henry A. Yates has been appointed 
vice-president of the National Union 
Fire Insurance Co. of Pittsburgh by 
John M. Thomas, who was recently 
elected to the presidency of that com- 
pany. Mr. Yates is a graduate of the 
University of Michigan and started in 
the insurance business through the IIli- 
nois Inspection Bureau, later traveling 
as a special agent for the Hartford Fire 
in Illinois and Tennessee and the Aetna 
in Illinois. In 1925 he was appointed 
assistant manager of the Western de- 
partment of the Aetna at Chicago, 
which position he retained until 1929, 
when he was selected for the vice-pres- 
idency of the Southern Fire of New 
York, his duties embracing the man- 
agement of the Western department of 
that company. The Southern Fire is 
affiliated with the Home Group of New 
York, and, with Mr. Thomas, Mr. Yates 
severs his connection with that group 
to undertake his new affiliations. 


HAROLD WARNER RETURNING 

Harold Warner, United States fire 
manager of the Royal-Liverpool Group, 
is due to arrive in New York on Fri- 
day, July 24, on the Cunard liner 
“Aquitania,” after several weeks spent 
at the head office of the Royal Insur- 
ance Company, Limited, and of The Liv- 
erpool & London & Globe Insurance 
Company, Limited, in Liverpool. 


unprotected. It is also clearly stated 
that every resource has been expended 
in hopeless arguments with the State 
authorities over many months. It is 
also shown that there is no praspect of 
relief in sight. 

Not a suggestion is offered it is true, 
but the course is plainly charted. 





CASE ON FINE ARTS POLICY 


Albany, July 20.—The Court of Ap- 
peals recently, in the matter of Kilroy, 
respondent, against U. S. Fire Insur- 
ance Co., appellant, reversed the judg- 
ment of the appellate division and that 
of the trial term and granted a new 
trial with costs to abide the event, on 
the ground that there was error in ex- 
cluding testimony as to the cost of 
other pictures claimed to be the prop- 
erty of the plaintiff, and that if such 
testimony had been admitted there 
would have been a question of fact for 
the jury as to a fraudulent overvalua- 
tion of the subject of the policy. 

The action was a suit by Sallie V. 
Kilroy brought in Supreme Court in 
Westchester County to recover $4,500 
from the insurance company on ac- 
count of the destruction of a painting 
by Hugues Merle, Franch artist, called 
“The Spinner.” It was insured for 
$4,500. Sallie claimed she received it 
with other paintings from her father 
shortly before his death. There were 
fifteen paintings insured in various com- 
panies for $27,950. They were burned 
in a fire at Bedford Hills. 

The insurance company alleged that 
the policy was voided because Sallie 
“falsely and fraudulently swore that 
the picture was worth $4,500, when it 
was not.” The company declared that 
Sallie and her mother, Mary, and 
brother, Nicholas, conspired to defraud 
and that the picture was purchased at 
a New York gallery for $310. 


MICHIGAN SPECIALTY COM- 
PANIES LIMITED 


LANSING, MICH., July 20.—Specialty 
companies organized under the Michi- 
gan automobile act have no right to 
write inland marine covers such as 
cargo insurance, the Michigan depart- 
ment has just held. The department’s 
ruling was submitted to the attorney 
general’s department and approved be- 
fore being forwarded to the Wolverine 
of Lansing, which is said to have been 
attaching cargo insurance riders to 
many of its truck policies. 


AUTO THEFTS IN BALTIMORE 


BALTIMORE, MD., July 21.—More au- 
tomobiles were stolen in the first six 
months of this year than any other 
similar period in the history of the 
police department, according to a re- 
port of Commissioner Charles D. 
Gaither. For the six months ended 
June 30, the police records show a total 
of 1865 machines reported stolen. Of 
this number 189 cars are still missing. 
In the first six months of last year the 
number of automobile thefts were 
1377, with 1347 recoveries. 
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The First Law of Nature 


in Insurance 
(Concluded from page 29) 
National Association that we are en- 
tering the beginning of the end of this 
wasteful period.” 

He called attention to the fact thai 
the National Board of Fire Underwrit- 
ers, at the last annual meeting of that 
body two months ago, gave consider- 
ation to present-day conditions, particu- 
larly with reference to uneconomic 
competitive conditions and the weak- 
ening of organization control over its 
members, with the consequent danger 
of collapse of all restrictive control, 
which would inevitably be followed by 
complete demoralization. The recogni- 
tion so given to the breaking down of 
morale in company relationship, and 
the discussion there, he said, has pro- 
duced splendid results in a movement 
now under way to bring the business 
back to proper fundamentals. 

Mr. Bennett said there has just come 
forth a movement on the part of the 
fire insurance companies calculated to 
bring about in this country a nation- 
wide governing body, which will in- 
clude all those companies which be- 
lieve in ethical practices and which 
propose to play the game according to 
the rules. The so-called free-lance com- 
panies which desire not to be limited 
or restricted or controlled by wise and 
wholesome regulations, he said, will be 
found without the gates where they 
properly belong. Such companies, he 
continued, will no doubt continue for a 
while to find representation in the 
agency system. He added that he was 
constrained to believe that the National 
Association may also justly be consid- 
ered to be inconsistent in the matter of 
the position it has taken with refer- 
ence to the practices of certain com- 
panies found to be in disregard and 
violation of the principles of the asso- 
ciation. 

In conclusion he said that he be- 
lieved the National Association is mak- 
ing progress, but it must not be for- 
gotten that as it marches forward in 
the development of insurance in Amer- 
ica, it assumes corresponding responsi- 
bilities that will grow more heavy as 
the years go by. Only by construc- 
tive work, he said, can it hope to fulfill 
its mission as a stabilizing influence in 
the business of insurance. 


BALTIMORE, July 18.—At the regu- 
lar quarterly meeting of the Associ- 
ation of Fire Underwriters of Balti- 
more held last week at the association’s 
hall in the Garrett Building, several 
new members were elected and several 
changes were made in the rules. 
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S. B. CURRY PRESIDENT OF GREAT 
NATIONAL INS. CO. 


BALTIMORE, Mb., July 21.—New offi- 
cers of the Great National Insurance 
Company of Washington, which recent- 
ly merged with the National Fidelity 
Fire Insurance Company of America, 
were elected at the monthly meeting. 
Spencer B. Curry was elected presi- 
dent, Clay Jewell of Baltimore vice- 
president, Howard C. Bregel of Balti- 
more secretary-treasurer, and Joseph 
A. Burkhart of Washington general 


counsel. The board of directors is 
composed of Mr. Curry, James E. 
Smith, F. W. Zih!man, Oscar F. 


Wright, James A. Councilor, Chester 
A. Givinn, and Joseph A. Burkhart, all 
of Washington, and J. Warren Bur- 
gess, Milton R. Lerch, Mr. Jewell, Mr. 
Bregel, Eldridge Hood Young, Arthur 
Gatch, Edward Markley and Charles 
Whiteford, all of Baltimore. 

Mr. Curry has been connected with 
the Great National Insurance Com- 
pany since its organization in 1927 as 
vice-president and general manager. 
For 10 years he was with the Fidelity 
Mutual Life Insurance Company of 
Philadelphia and the Philadelphia Cas- 
ualty Company, and for 14 years was 
vice-president in charge of the fire and 
casualty department of the District 
Agency Company of Washington. 

The merged company has a capital 
stock of $580,000, surplus of $1,200,- 
000 and total assets of $2,300,000. 








CENTRAL FIRE LICENSED IN 
SEVERAL STATES 


BALTIMORE, MD., July 21.—The Cen- 
tral Fire Insurance Company has been 
licensed to write business in Kansas, 
Wisconsin and Oregon. Business in 
Kansas and Wisconsin will be handled 
through the Western Department while 
that in Oregon through the Pacific 
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Full Value Auto Coverage 
(Concluded from page 29) 

The rates are the same as charged 
by all other companies. This applies 
to both private cars, or to transporta- 
tion units—that is to say, fleets. 

Yours very truly, 
E. S. TACHAU & SONs, 
By (Signed by E. S. Tachau). 

Charles G. Tachau, official in both 
Tachau & Sons and Louisville Fire & Ma- 
rine, said: “It means that you can very 
materially increase the net amount of 
premium collected from the owner. On 
a partial loss the loss is no greater than 
if you had but a third of the amount 
involved. Experience shows that total 
losses are very rare.” Of course it 
means hand-picking of risks, wherein 
the moral hazard is carefully consid- 
ered. The very fact that other com- 
panies are willing to reinsure such 
risks on a 100 per cent basis, shows 
that they recognize their inability to 
permit agents generally to underwrite 
on such a basis. The Louisville Fire & 
Marine Insurance Co. reinsures a part 
of all such risks, accepting a maximum 
of but $1,000 that is held, the rest be- 
ing reinsured. Generally on risks up 
to $1,000, the company holds one-third 
and reinsures the balance. 

Some local agents in discussing the 
letter contended that in some ways it 
represented a sales argument that 
would gain attention, and perhaps in- 
crease premiums, but they questioned 
whether or not it is a good plan from 
an underwriting viewpoint, or sound 
underwriting, in that it creates a false 
insurable value, which could not be im- 
partially offered to anyone, or class 
favoritism. One agent remarked that 
it was just what companies do not 
want, over insured values. 











Coast Department. The Central also 
has applied for admission to the State 
of Arizona. 
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Construction Record 
for First Half of Year 


Dodge Corporation Figures Show 
June’s $331,879,700 Brings 
Total to $1,808,226,800 


Figures announced by the F. W. 
Dodge Corporation of New York, show 
that June added $331,879,700 to con- 
struction contract awards for the 37 
States east of the Rockies. This brings 
the sum total for the first half of 1931 
up to $1,808,226,800. The figures for 
June and for the half-year period indi- 
cate that residential building fared 
best among the three major construc- 
tion classes in both the second quarter 
and the first half of the current year. 
For the first half of the year the loss in 
residential contracts was 15 per cent 
when contrasted with the corresponding 
period of 1930. 

The bulletin says that “real hope is 
afforded in the outlook for construction 
as a whole for the third quarter.” It 
expresses the opinion that this period 
will show the best quarterly comparison 
to date with the like period of 1930. It 
says “though we anticipate a decline, 
the loss will probably not exceed 20 per 
cent. This would contrast with realized 
losses for the first and second quarters 
of 24 and 37 per cent, respectively.” 
Metropolitan New York and vicinity as 
usual lead among the thirteen Dodge 
territories with $407,540,500 for the six 
months’ period, followed by the Chicago 
territory with $200,435,600 and by the 
Middle Atlantic territory in third place 
with $191,547,400. 

The only individual class of building 
to gain during the first six months of 
1931 as compared with that period of 
1930 was public buildings which showed 
$74,451,400 in the current year against 
$62,322,300 in 1930. The New Orleans 
territory makes the unique showing of 
a gain for the six months of 1931 as 
compared with a like period of 1930. 
The half year of 1931 shows $86,329,- 
300 against $63,614,500 in 1930. Of 
this amount $5,482,200 was placed in 
residential building, $13,011,900 in non- 
residential building, and $67,835,200 in 
public works and utilities. Spurting 
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U.S. F. & G. Anticipate 
Steady Gain 





Officials Confident Each Month 
of Last Half of 1931 Will 


Show Improvement 


BALTIMORE, July 21.—Although the 
business written by the United States 
Fidelity and Guaranty Company during 
the first six months of the current year 
was about 10 per cent under that writ- 
ten during the corresponding period of 
1930, each remaining month of this 
year will show gains over the corre- 
sponding month of last year, it was 
learned from officials of the company 
following the regular directors’ meeting 
this week. 

The directors declared a quarterly 
dividend of 2% per cent, or 25 cents 
a share, payable on the regular divi- 
dend date, Aug. 15, to holders of record 
July 31. 

Officials stated that the falling off in 
business in the early months of this 
year was due to the general depression 
through which the country is passing 
and is believed to be in line with the 
experience of all other companies writ- 
ing general lines of insurance. 

Because the business of the company 
did not begin to feel the full effect of 
the depression until the latter half of 
1930, comparisons of the business writ- 
ten in the first half of this year with 
the same ‘period of last year were un- 
favorable. However, officials stated, 
that from this point into the future the 
business written will exceed that of the 
like months of 1930, when volume had 
fallen very sharply. 





ahead of May’s $306,079,100, the month 
of June divided its $331,879,700 among 
the three major classes of construction 
as follows: residential, $72,744,700; 
non-residential, $104,623,000, and pub- 
lic works and utilities, $154,512,000. 

Both the Texas and the New Orleans 
territories are well ahead of June of 
last year with the month’s record. 
These two territories also show a gain 
over May. Gains over May are shown 
in the Middle Atlantic territory, the 
Southeast territory and the St. Louis 
territory. 


Compensation Rates in 
New York State 


Advance to Be Made Will Be 
Effective September 1, It 
Is Announced 





New workmen’s compensation insur- 
ance rates in New York State will be- 
come effective on Sept. 1. The rates are 
being adjusted to a higher level and 
companies have been notified not to is- 
sue any policies of this form of insur- 
ance effective on or after Sept. 1 until 
further notice. The National Conven- 
tion of Insurance Commissioners was 
made fully aware at its recent meeting 
at Chicago of the present emergency 
that confronts the companies writing 
workmen’s compensation insurance and 
of the necessity of a rate increase. 

Company members of the Compensa- 
tion Insurance Rating Board have re- 
ceived from General Manager Leon S. 
Senior of that organization the follow- 
ing notice: 

“At a special meeting of the Com- 
pensation Insurance Rating Board, the 
program recommended by the National 
Council on Compensation Insurance to 
meet the emergency in workmen’s 
compensation rates was adopted in 
principle and referred with power to 
the governing committee for develop- 
ment and presentation to the Insur- 
ance Department. Details of this pro- 
gram are now under consideration by 
the actuarial committee of the board, 
and when perfected will be subject to 
action by the governing committee and 
approval by the Superintendent. 

“It is contemplated that the rate 
changes involved in such program 
shall become effective on Sept. 1, 1931. 
Pending final announcement, you are 
directed not to issue any workmen’s 
compensation policies in this State de- 
signed to become effective Sept. 1, 1931, 
or thereafter. In exceptional cases, the 
policy may be issued with the provision 
that the premium rates shall be subject 
to determination by the Compensation 
Insurance Rating Board. Policies al- 
ready issued shall be recalled or en- 
dorsed in accordance with the terms 
of this circular letter. 


Casualty, Surety, Etc. 





36 











Protected 


@ The automobile owner can today 
be financially protected with a con- 
venient joint policy in The South- 
ern Surety Company of New York 
on Liability, Property Damage, 
Fire, Theft, Collision, Personal 
Effects, Tornado, Flood and Ris- 
ing Water, Towing and Transpor- 
tation Insurance. GA nation-wide 
service is maintained by our 
agencies throughout the United 
States—this assures a prompt and 
efficient service in case of an ac- 
cident wherever it may occur. 
@Summer is here—traffic is be- 
coming heavier and now's the time 
to sell Automobile Insurance. 


SURETY COMPANY 


ll] JOHN STREET 


OF NEW YORK 


WILFRED KURTH, President 


NEW YORK N.Y. 
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Michigan Reciprocal 
in Receivership 





Action Follows Examination of 

Cas. Association of America 

by Michigan Dept. 

LANSING, MicH., July 21.—As had 
been forecast in stock company circles 
for some time, another reciprocal, sec- 
ond largest carrier of its type in the 
State, fell with a resounding crash this 
week when the Michigan department 
asked the Ingham County circuit court 
here to provide a receiver for the 
Casualty Association of America, De- 
troit. 

The request for receivership followed 
immediately compilation of a _ report 
based on an examination of the ex- 
change by the Michigan examiners, 
headed by J. F. Reault, actuary and 
chief examiner, showing a deficiency 
in its financial set-up of more than 
$340,000. The impairment is said to 
be the largest ever piled up by a 
reciprocal in Michigan, although sev- 
eral receiverships have been necessary 
here for carriers of this type, especially 
since the big stock fire companies 
started providing stiff rate competi- 
tion in the automobile field slightly 
more than a year ago. 

California will be most vitally af- 
fected by the smashup, it is believed, 
as some four-fifths of all of the auto 
business done by the Detroit carrier 
was confined to that State. The Federal 
Motor Club, dummy organization of 
the Casualty Association, was most 
active there and turned over a large 
vclume of business under its under- 
writing contract. The cost State 
wished to participate in the recent 
examination, but was unable to do so 
because the Michigan department was 
unwilling to wait until August when 
California examiners would have been 
available. 

The examination report shows ad- 
mitted assets of approximately $312,- 
000. Liabilities exceed $554,000, with 
claims making up $340,000 of the total. 
The auto claims included total in ex- 
cess of $293,00, the remainder being 
workmen’s compensation. 

The reciprocal was admitted in three 
other States, Illinois, Texas and Utah, 
but little business was done there, and 
it is said that Texas had not renewed 
the exchange’s license. The Lone Star 
State, however, is reputed to hold a 
$1,000 cash deposit for the satisfac- 
tion of claims, and the pass book on the 
Savings deposit there was turned into 
the Michigan State treasurer some 
time ago to help meet the requirements 
of the 1929 law which stipulated that 
$50,00 in cash or securities be deposited 
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RECEIVER FOR CASUALTY 
ASSOCIATION OF AMERICA 


SAN FRANCISCO, CAL., July 22. 
—E. Forrest Mitchell, California 
Insurance Commissioner, has re- 
ceived word from Los Angeles of 
the appointment of Edward H. 
Marxen, of 356 South Spring 
Street in that city, as receiver in 
the State for Casualty Associa- 
tion of America by the U. S. Fed- 
eral Court. Commissioner Mit- 
chell also has been advised of 
similar action being taken by the 
Federal Court in Michigan, the 
home of the company. It is 
stated that while the company did 
the largest share of its business 
in California, it had no real as- 
sets which can be converted into 
cash in the present emergency. 
Thus it is believed that an assess- 
ment will be levied on policyhold- 
ers, which was done in the case 
of the California Highway In- 
demnity Exchange, reciprocal or- 
ganization, recently placed in the 
hands of a receiver. 











by reciprocals operating here. Securi- 
ties carrying a face value of nearly 
$50,000 are deposited here, but the 
valuations are said to be questionable 
in some cases. A report from the State 
treasurer in March showed securities 
claimed to be worth $39,701, and $20,- 
000 has been deposited since, but $10,- 
000 was later withdrawn. 

The last statement filed with the de- 
partment, covering 1930 business, in- 
dicated a small surplus still available. 
Losses reported for the year totaled 
$365,400, with about $115,000 allocated 
to Michigan. The reciprocal had paid 
out, up to that time, more than $2,100,- 
000 on losses since organization in 
1921. Of late years the auto business 
has been stressed and the compensation 
business, previously separate, had been 
merged with the auto underwritng. 

The commission deducted by the 
attorney-in-fact amounted to 25 per 
cent on compensation business and 30 
per cent on auto. Local agents were 
paid 15 to 20 per cent out of this. 
Passing of the Casualty Association 
leaves only three of the seven recipro- 
cals domiciled in Michigan as late as 
the end of 1929. 


PENNA. RECEIVER FOR EQUITA- 
BLE CASUALTY & SURETY CO. 


The Dauphin County Court, Harris- 
burg, Pa., on petition of Attorney-Gen- 
eral William A. Schrader of Pennsyl- 
vania, has appointed the Insurance 
Commissioner as receiver in that State 
of the Equitable Casualty & Surety 
Company of New York. He will super- 
sede 'W. J. Robinson, who was appointed 
receiver by the Alleghany County 
Court, Pittsburgh, last April. 
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Higher Rates Urged in 
Oklahoma 


Decision Expected Next Month 
May Have Effect on Compen- 
sation Premiums Country Over 


OKLAHOMA CliTy, OKLA., July 21.— 
Decision on the application of compen- 
sation insurance companies for higher 
rates in Oklahoma may prove to be the 
first step in a nationwide movement for 
increased premiums, according to W. F. 
Roeber of Maplewood, N. J., manager 
of the National Council of Workmen’s 
Compensation Insurance, during recent 





hearings before the Oklahoma insur- 
ance board. 
Compensation insurance companies 


suffered losses amounting to $43,000,000 
in 1930, according to Mr. Roeber. Action 
on the part of the Oklahoma insurance 
board will be used to guide the insur- 
ance companies in their attempts to se- 
cure increased rates in other States. 
They are asking for an increase of ap- 
proximately 57.9 per cent in Oklahoma, 
adding about $2,500,000 to the insurance 
premiums of Oklahoma’s industrial em- 
ployers. 

Fight against the proposed increase 
is being made by J. Berry King, at- 
torney general of Oklahoma, the As- 
sociated Industries of Oklahoma and 
the Oklahomas Retailers’ association. 
These organizations maintain that a 
study of the records in the State will 
disclose a large number of occupations 
in Oklahoma which should be granted 
lower compensation rates. They are 
much opposed to the sweeping demands 
for higher rates advocated by the com- 
panies. 

Figures from the Oklahoma indus- 
trial commission show that a total of 
54,157 injury notices were filed with 
that body during 1930. In addition 15,- 
863 cases were filed and 15,500 orders 
were made by the commission, award- 
ing compensation on medical bills, cases 
from the Supreme Court, on joint peti- 
tions, on hearings and agreements, with 
total awards amounting to $3,178,- 
577.32. 

Interpretations of the law by the 
Oklahoma industrial commission, grant- 
ing excessive awards and asserted tc 
be highly unnecessary, were advanced 
by insurance men as the reason for the 
petition for higher rates. Complaints 
of the decisions of Judge Thomas H 
Doyle, chairman, and other members of 
this body, were made during the hear- 
ing. One company declared that its 
loss ratio was 95.02 per cent. 

Mr. Roeber showed that compensation 
insurance companies in the State had 
loss ratios of 71 to 76 per cent in the 
years 1925 to 1928. In 1929 the ratio 
jumped to 91.3 per cent and in 1930 it 
made another jump to 105.8 per cent. 
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Home Office Buildings 


Agents and 


Brokers 


URING the period of business recovery we 
believe it will help you to “tie in” with our 


extensive organization. 


We know how to help you build for the future. 


MARYLAND CASUALTY COMPANY 


BALTIMORE 


CASUALTY INSURANCE 





EUREKA-SECURITY 
FIRE and MARINE 
Insurance Company 


Cincinnati, O. 


22 Garfield Place, 


CAPITAL $1,000,000 
oe - 


Established 1864 
4 


AN OLD COMPANY WITH 
AN EXCELLENT RECORD 


Sn ee 


STATE AGENTS 





New Jersey New York Pennsylvania 
John A. Lanee Ceorge H. R c * A. Reyneld 
9 Cliinten &. P. O. Bex 299 901 Columbia Bidg. 
Newark, MN. J. Syracuse, N. Y. Pitteburgh, Pa. 











BONDING LINES 


‘ Senn: 


No Depression for This Man 








He sells something that 
everybody needs—the protec- 
tion afforded by United Life 
policies which contain 
IN ONE CONTRACT: 


LIFE INSURANCE WITH 
DOUBLE AND TRIPLE IN- 
DEMNITY FOR ACCIDEN- 
TAL DEATH. 


NON - CANCELLABLE, 
NON-PRORATABLE WEEK- 
LY ACCIDENT INDEMNITY. 


WAIVER OF PREMIUMS 
AND MONTHLY INCOME 
FOR TOTAL AND PERMA- 
NENT DISABILITY. 


In addition to attractive 
policy contracts in the form 
of ordinary life, limited pay- 
ment life, endowments, month- 
ly income, educational endow- - 
ments, and juvenile insurance 
he offers 


THE INCOME INDEMNITY 
CONTRACT — THE NEVER 
FAILING SUBSTITUTE FOR 
THE SALARY CHBCK. 


His advice to ambitious 
agents is this: Get in touch 
immediately with 





United Life and Accident Insurance 
Company 
Home Office: United Life Building 
CONCORD, NEW HAMPSHIRE 


——————EEEEsaaaaaae 
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News from the Southern Field 


URETY companies are advised in 
S a recent ruling of the attorney 
general of Alabama that any individual 
or a partner of a partnership operat- 
ing a bank is as accountable to de- 
positors as are officers of a corporation. 
The capital stock and deposits of a bank 
are held to be a trust fund for the bene- 
fit primarily of the public, no matter 
whether the bank is operated by an in- 
dividual, a partnership or a corpora- 
tion. A company which becomes surety 
for the president or vice-president of 
a bank is declared liable to the extent 
the public has been damaged by failure 
of these officers to discharge their du- 
ties no matter if the institution is a 
private bank or operated by a partner- 
ship. 

+ : * 

The automobile safety responsibility 
law widely supported by civic interests, 
including the Alabama Association of 
Insurance Agents, has been indefinitely 


postponed by the Alabama Legislature. 
The measure will not likely be called 
up again at this session. The bill pro- 
vided for the licensing of drivers and 
fixed uniform driving, speed and opera- 
tion practices throughout the State. All 
persons convicted of a major vehicle 
violation would have been required to 
carry liability insurance. 
ok * * 

Wilson Williams, Jr., of New Or- 
leans, will move to Mobile, Ala., where 
he will open an independent claim ad- 
justment agency on his own account. 
He will handle casualty, auto, fire and 
theft claims in southwest Florida, 
southern Alabama, southern Missis- 
sippi, including the Gulf Coast section. 
He will have his office in the First Na- 
tional Bank Building at Mobile. He is 
the son of Wilson Williams of New 
Orleans, well know general agent in 
Louisiana for the New England Mu- 
tual Life. 








I. C. A. ANNUAL MEETING IN 
SEPTEMBER 


The annual meeting of the Interna- 
tional Claim Association will be held 
at the New Ocean House, West Swamp- 
scott, Mass., Sept. 13, 14, 15 and 16. 
The officers of the association are: 
President, George B. Smith, Loyal Pro- 
tective Insurance Co., Boston; vice- 


president, A. V. Rieke, Minnesota Com- 
mercial Men’s' Assn., Minneapolis, 
Minn.; secretary, Louis L. Graham, 


Business Men’s Assurance Co., Kansas 
City, Mo.; treasurer, F. L. Templeman, 
Maryland Casualty Co., Baltimore, Md.; 
librarian, Bayard P. Holmes, Hooper- 
Holmes Bureau, New York City. The 
executive committee consists of Thomas 
F. Hickey, chairman, Metropolitan Life 
Insurance Co., New York; E. Laurence 
Earl, Sun Life Assurance Co. of Can- 
ada, Montreal, Que.; R. A. Gowdy, 
Union Casualty Co., Westfield, Mass.; 
H. S. Don Carlos, Travelers Insurance 
Co., Hartford, Conn.; P. J. O’Connor, 
Missouri State Life Insurance Co., St. 
Louis, Mo.; E. E. Elliott, Physicians’ 
Casualty Association, Omaha, Neb., 
and the president, vice-president and 
secretary. A. C. Mason, of the Ver- 
mont Accident Insurance Co., Rutland, 
Vt., is chairman of the press com- 
mittee. 


HEADS STERLING CAS. OF 
CHICAGO 


L. A. Breskin has been elected presi- 
lent of the Sterling Casualty Co. of 
Chicago. A. L. Rosenthal, former pres- 
dent, has retired from the board of di- 
‘ectors. Mr. Breskin has been con- 
1ected with the Equitable Life Insur- 
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CLUB INSURANCE PLAN 
APPROVED 


COLUMBUS, OHIO, July 21.—Under a 
ruling handed down by Honorable Gil- 
bert Bettman, attorney general of 
Ohio, the Cincinnati Automobile Club 
Insurance Exchange won their fight 
over the clubs insurance plan, with the 
Cincinnati Insurance Agency Associa- 
tion. The ruling was given to Judge 
Charles T. Warner, Superintendent of 
Insurance, and holds in effect that do- 
mestic casualty companies are not 
bound by the same restrictions as other 
insurance companies as to agents. 

The question arose when the Motor- 
ists Mutual Insurance Co., Columbus, 
Ohio, of which former Governor Vic 
Donahey is president, sought to qualify 
the club as its agent in Cincinnati. The 
Cincinnati Insurance Agency Associa- 
tion protested and the matter was 
finally submitted to the attorney gen- 
eral for a ruling. 

The syllabus given by Bettman fol- 
lows: (1) Any person duly certified by 
a domestic casualty insurance company 
as its agent, to the Superintendent ec. 
Insurance of Ohio, as required by Sec- 
tion 654-1, General Code, is authorized 
to solicit insurance for such company 
in Ohio without further license or evi- 
dence of authority. (2) Section 644, 
General Code, confers no authority 
upon the Superintendent of Insurance 
in reference to the licensing of agents 
for domestic casualty companies. 








ance Company of New York in Chicago, 
and was formerly an officer of the Lib- 
erty Trust & Savings Bank of Chicago. 
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DEATH OF C. C. NADAL 


Charles Coleman Nadal, vice-presi- 
dent and general counsel of the Fidelity 
& Casualty Company of New York, 
and a member of the law firm of Nadal, 
Jones & Mowton of New York, died 
Sunday at his summer home at East 
Hampton, L. I. For many years, since 
1887, he had been connected with the 
Fidelity & Casualty and was widely 
known among insurance men. As gen- 
eral counsel of the company he played 
a prominent part in deciding a number 
of highly important legal questions in 
connection with casualty and surety 
problems. His opinion regarding policy 
contracts were considered of great 
value not only by the executives of his 
own company, but by the casualty in- 
surance world in general, and his ad- 
vice was frequently requested. He 
took a prominen: part during the early 
development of the now important 
casualty-surety business, in the legal 
construction of the policy contracts in 
use and the new forms of covers as 
they developed. As head of the legal 
department he had much to do with 
the determining of the status of claims 
which developed new legal points, and 
thus in many instances bringing about 
the reformation of policy contracts. 


Mr. Nadal was graduated from Co- 
lumbia University in 1878 and was 
admitted to the New York bar that 
year. He was a member of the Ameri- 
can and New York State Bar associa- 
tions and of the New York County 
Lawyers’ Association. He was 78 years 
of age. The funeral was held yester- 
day. 


NEW AMSTERDAM CASUALTY 
BOOKLETS 


BALTIMORE, July 21.—The New Ams- 
terdam Casualty Company is mailing 
a number of instructive booklets to its 
agencies, including one on “Motor 
Vehicle Financial Responsibility Law 
of Maryland.” This booklet contains 
a complete digest of the new law, which 
takes effect on Jan 1, 1932. 

Another folder is entitled “From 
Snaw-capped Mt. Ranier to Sun-kissed 
Palm Beach,” and instructs its agents 
in the national service offered by the 
company to motorists who carry auto- 
mobile liability insurance, including 
“the letter of introduction.” Any policy- 
holder involved in an accident or held 
for bond has only to present the letter 
to the local resident agent or attorney 
of the company to obtain immediate 
assistance. A list of representatives 
of the company, listed by cities, goes 
with the letter. Two other informative 
folders deal with burglary insurance 
and fidelity bonds to protect against 
loss by embezzlement. 
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Connecticut Casualty Standard Surety & Cas Co. 
Business Reported Record os li Il 
Commissioner Dunham’s Report First Six Months of 1931 Show i 
Shows Higher Losses and De- Total Writings Above Those of 
creased Premium Writings Same Period Last Year | hree 
An increase of $531,962.84 in the net Stanley Maynard, manager of 
losses paid and a decrease of $240,- agencies of the Standard Surety & Cas- 
415.29 in the net premiums received ualty Company of New York, states 
from Connecticut business by all che that despite competitive conditions and a * 
casualty insurance companies operat- the general business depression that 
ing in Connecticut in 1930 are noted in has been in effect, the company has ex- 
the annual review of the casualty in- Re . : > 
perienced a most satisfactory six y 
surance business issued recently by Col. jonths for the first half of 1931. Why do brokers, life in- 
Howard P. Dunham, Connecticut Insur- The total writings for the first six surance agents and 
— Vommeniaasener. The figures were months of 1931 show an increase over agents sell the Accident 
compiled from the annual statements : : f E 
filed with the Connecticut Insurance the corresponding period of last ar contracts 0 The Em- 
8 oe i 2 6although there was a substantial de- lovers’ Group? We 
Department. Net premiums received —— ”. cneutinn Gittins Am Pp 
in Connecticut totaled $22,961,341.49 tomobile liability pesca cs ye asked several of these | 
‘ > sses paid ¢ >» $10,- . “ie . i 
ond ging ses paid amounted to $10,- 936 16, cent. Numerous new agency ap- —. oe , 
933,139.46. j all o em gave the 
All casualty insurance companies op- pentane tages made in the first six 5 
setitinds to Geecieitions nek tadiied months of this year, and on June 30 the same three reasons. Con- , 
re { ec «< . . . 
the Connecticut Insurance Department CO™P@PY and 8 Ge of lew oe. tract, organization, ser- 
had a total underwriting loss of coun- ae _— aie a bso gn “ vice . . . these three, but . 
try-wide business in 1930 of $26,900,- — > ah — van Se Soe ae the greatest of these is B 
908, compared with a loss of $12,520,981 “S'S % Se agents. ; service. 
in 1929 and a gain of $18,226,002 in _ The company is licensed in forty- 
1928. three States and the District of No insurance man can B 
The premium income for all com- Columbia. Claim facilities have been afford to place accident ‘ 
panies in 1930 on country-wide business ¢Stablished throughout the entire coun- insurance in a compan : 
was $798,767,680, compared with $797,- ‘ty and Canada. The loss ratio of this het talks teshatested y a 
374,237 in 1929. The corresponding Company for the first six months of i h . ia a a 
figures for Connecticut companies were 1931 bons the — of oe losses to ter the accident. Cl 
$161,411,997 in 1930 and $166,207,722 in Premiums earned was only 38 per cent. Th : ; 
’ ; - : , e Ci 
1929. Interest and rents earned by al] Claims disposed of during the first six d a apes Ce 
companies in 1930 totaled $54,304,359, months equalled 98 per cent of those peneges _——— Ome . 
compared with $51,970,889 in 1929. The Teported or created during the same pe- personal accident . 
total admitted assets of the 111 casualty Tiod. claims. And the insur- Co 
insurance companies reporting to the ance man appreciates Os 
pasty oe oo ange pling the casualty business written in Con- this fact. as 
poraps aati: ny — to $1,259,- necticut. Of the 111 casualty insurance Ma 
LOW te e Vv . ° ° ° km 
7 , : : , companies operating in Connecticut as Ex 
Connecticut casualty companies wrote . . : 
S088 wer cent of all demain bueinene of Dec. 31, 1930, seven were Connecti- Fid 
writt in 1930 ; i y yt cut companies, 98 companies of other Fid 
written in 1930 and 37.30 per cent of states and six companies of foreign " 
countries. The reports include also the - 
casualty department of 11 life insur- r. 
WANTED ance companies. The Connecticut cas- A 
ualty companies are: Aetna Casualty . 
. , g J Indemnity, Hart- ilol 
Am and Surety, Travelers ys ' 
Inv ent ford Accident and Indemnity, First Re- re 
Securities insurance, Connecticut Plate Glass, Cen- The Accident Number of vA 
Boston Insurance tury Indemnity, and Hartford Steam The Employers’ Pioneer “A 
Columbian Nag’l. Life Boiler Inspection and Insurance com- will give you some interest- ar 
— ia panies. ; mT wr ing information. A _ re- Ce 
New Hampshire Fire The companies leading in Connecti- quest for your copy incurs > 
United Life & Accident cut casualty business for 1930 were as no obligation. — 
follows: A. 
and all other Net -- 
Premiums > 
New England Insurance Stocks Gummeien The Employers’ ae 
The Travelers (Accident Depart- G 
CHAS. A. DAY & CO. NE Sonitcuaniteniuaneiutentons $3,165,131.83 roup ~ 
Aetna Life (Accident Department). 1,555,697.76 : ‘ 
Incorporated Hartford Acc. and Ind...... 1,091,301.69 110 Milk Street sefc 
Sears Bld . Bos American Mutual Liability...... 943,081.27 oa 
& on Aetna Cas. and Sur........ ae 826,959.51 Boston, Mass. 
Lumbermen’s Mutual Casualty.... 825,530.90 
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UNSURANCE STOCKS 
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Aetna C.&S., Hart. (c)..| 3,000,000} 10 | 44.03] 57.69} —9.16] 1.60].... 94 | 60 Kan. City Life, K. oy. 1,000, 000}100 | 636.71/1804.12] 126.58] 16.00)....]....|1000] 795 
Conning & Co. “% "1 ee a RERSEy ES Se: Ree 77 | 80 isis Knickerbocker In.,N.Y.| 1,000,000} 5] 12.64) 113.38] —1.21) %1.50)....].. 21} 13 

Aetna Ins. (Fire), Hart..| 7,500,000) 10 | 34.12) 50.74) *—3.04; 2.00]... .].. 52 | 39 Lyon & Clokey <= aaemaaege Se eee ee eee Meer it te ee 
Conning & Co., Hart..|......... EI) FES: Sy SER ped. Pisin uy’ { ee ee Lincoln 4: ~ Fort 

Aetna Life, Hartfords. ..|15, 000,000} 10 25.97] 72.74, —3.62) 1.20).... .| 60 | 39 Wayne, I 2,500,000} 10 24.00) 77.61 2 ee a ae 
Copning 6 Ce. Hart.. ; eek Soa OR SRST: SNE 44 | 46 ay Conning & Co, Tk RG SS AR OEE RE RAs 47) 51].. , 

Am. Equit., N.Y. (N)...| 2,000,000) 5 10.00} 16.47) —7.18]...... ee 22 8} Lloyds Cas., N. y aad 2,000,000} 10 13.15] 16.47] 1—4.98] 0.45]....)....] 8 5 
Lyon & Clokey & Co. i ES PR ee Se Sey hE | ae Se Maryland Cas., Balt....{ 5,000,000} 10 | 20.04) 32.40) »—6.97} 2.25]....]....] 383] 184 

anse, A ak Newark. . 6,687,480] 5 | 11.83} 16.49} —.99) 1.00]....]....] 19 | 14} Mass. Bd. & Ins., Bos...| 4,000,000] 25 | 53.86] 64.16] —6.03| 4.00]....]....] 95 | 70 

Re Ree: ee ae ee ee lll ee C.A, Day & Co., Inc., 

Milliken & Pel | ee oe See See See 153] 164]....].... Sa ere Se eee eee Seer Serer ceedlesesleces 
Amer. Sur., N. Y.. 7,500,000) 25 | 43.89) 53.25) —8.09) 6.00]....]....| 90 | 49} H.D. Knox & Co.,Bos,}.......... — a Se ee Wee er ae @ BAS 
Auto Ins., Hartford. . 5,000,000} 10 | 24.00) 31.24; —3.86) 1.00]....].. 34 | 24 Mer. & Man. Fire, Nwk.| 1,000,000} 5 {| 12.03) 14.61) ~—5.74) 1.00)..../....) 15] 8 

Conning & Co.,Hart..J.......... et Saale Tee, ae. eee 254) 274 , Lyon Cloakley & Co., 

Bnkers & Shi ip’s, N. Y..} 1,000,000) 25 69.37} 93.52) —5.69] 6.00)... .].. 120} 99 ee ee ee ere ee eee 9] 12 
| 5 = RN Clee Pe TE Fee RK eee 100 {115 ) ep a \ oa Life, St. 

Balt.-Amer., N. Y.. 1,000,000} 5 | 11.80) 16.99} —6.96) .80]....].. 8 i a eons 5,000,000] 10 | 13.23} 69.89 0.64) 1.20)....]....] 234] 154 
C. Sincere & Co., Chil.......... 2 OES SRE AE 9} 11 :& C. , ee 9 Seengegeee ee TN ES ee CSS 15 | 17 |. ey 
Boston Cas., Boston . . ite a ee ea aie, “eae Natl. Cas., Detroit... .. 750,000} 10 16.67} 25.35 9.95) 1.20)....]....] 24 | 14 
C.A. Day & Co., ES sen aha Se ee Re Se Hees ae Tae H C. Sincere & ws  * AS: eS SR See See Sree 15 | 18]... ‘ 
K.D. Knox&Co., Bos.|......... EE PEE) SSIES CE Nae ey ee See : Natl. Fire, Hart... 5,000,000} 10 | 45.21) 65.26) ~1.65/ 2.00)....)....] 61 | 44 

Boston Ins., Boston....| 3,000,000)100 | 497.55) 574.39] —47.84) 16.00)....j....| 595] 440 Conning & Ce. Hart. mand smceathit RAE SO EAE TS! FERS 53 | 55 |... 

C. A. Day, Boston....|.......... 72e SA Se Ae “eee ee SK ee Natl. gy am 10,000,000} 5 6.21 8.31) —2.24 .50}....]....1 OF] 68 

i 3 RC BSS He SE HSER BAR en Be H - i Ri ORE Geis oe Sey: See: ieee Sve  _& : 
Bronx Fire, N. Y...... 1,000,000} 25 | 60.65) 81.75) —29.12) 5.00)....].. 70 | 40 C. Sincere & Co., Chi.}.......... a OR AEE COR FEE 64] 7h... 

ey to |) DS are Se Sas SORES TY NEOs 42 | 48 7 Natl. Surety, N. ...+~|15, 000,000} 50 | 78.89) 96.59 1.36] 5.00|....]....] 584] 354 
Brooklyn Fire, Brklyn..| 1,000,000} 5 | 10.08) 13.68] —4.95) 1.20)....].. 173} 9 Natl. Un. Fire, Pittsb’h.| 5,500,000/100 | 143.16] 230.44) ~19.87] 8.00]....]....]166 | 44 

Lyon & Clokey & Co..|.......... ike EAR See! ES. Se! 83] 11} ° New Eng. Fire, Pittsfield} 400,000} 10 | 25.06) 28.51) —5.48) 1.00)]....]....] 28 | 17 
Copetien ae , Wilm’g’n. 500,000} 5 | 25.47] 27.67 1.27) 1.50]....]....] 29%] 21} C.H. Day & Co., Ine, 

“Eee rere Pe Sees Sees See ae RS Tern en Teer Geeeen Meee eee 

Chic. F.&M., Chicago. 500,000} 10 13.84] 27.97] ~—7.20)...... am: *4 ll 53 H.D. Knox & Co.,Bos.|.......... BE SP SRN Tees ae fore Sal eS 
C. Sincere & Co., Chi.}..... i SS Ee Re RS 54] 7 N. Hamp. Fire, Manch,r 3,000,000} 10 | 37.93) 44.93 1.04] 2.00)....]....] 59 | 43 

City y tes , a 1,500,000}100 | 216.37) 288.22} —28.87| 16.00)... .}..../315 |215 C.H. Day & Co. Inc., 

AE CRE a ee Seer ere 225 (255 sae aaa See Se ee! ree erry ee ee 

Columbian Nat'l Life, HD Knox & Co. Bos. Sear er GSS Ce Set ae Se ee ee 

nsanniaeetn meals 2,000, 000|100 | 176.02] 539.85 8.29} 8.00)... ...|825 1230 N. Y. Fire, N. Y.... 1,000,000} 10 15.44] 18.86) —6.59]......]----]....] 28 | 15 

C.A. Day & Co., Inc., ion Cloakley & Co., 

ieee See ee MERCED FRCS SRT, TEETER eee : iy Bas ere Ver pan ee. eee ee yt 

HD KnoxCo, TT ee: SEE ORE CREE eee CAP ARS Rae: a 1 C. Sincere & Co., leet ce ER CSE Cece Yeiee Kieaiies 
Conn. Gen’! Life, Hart. .| 3,000,000) 10 | 30.31] 113.11 4.29} 1.20).... 124 | 80 Old Colony Ins., Boston 1,000,000}100 | 614.08) 684.64) —52.58} 8.00 

Conning & Co., Hart. Run eae ERpene ae See ..+-.| 90 | 93 ae C.A. Day & Co., Inc. Se PES SPOR I: ee : 
Continental Cas., Chic..} 3,500,000} 10 | 20.00] 29.42 .59} 1.60]....].. 36 | 26 H.D. Knox & Co.,Bos.}.......... ee eee eee ee vor. oe 

Cc. Sincere & Co., _ | RS “ey Besa SESE Ae .oee-f 2361 28 Ee Pacific Fire, New York .| 1,000,000] 25 | 68.34) 97.02} —9.50| 6.00).... 120] 106 
Continental Ins., N. Y.. 19 , 494, 464! 10 27.94) 33.28] —5.20) 2.40!....].. 36 | 25% 2 a Natl. Fire, N. y. 1,000,000} 5 6.25} 8.40} —3.23 ee ei 9] 4 
Eagle Fire, Newark....} 1,600,000) 5 10.00} 13.20} —2.82]...... weeefese-} 133] 114 Phoenix Ins., Hartford . 6,000,000] 10 | 44.21) 54.32) —0.22} 2.00)....|.. 74 | 54 
Emp. Reins., Kan. City. 1,500, 000 10 | 25.00} 29.05 - See ES Re re Conning & Co., er SS Se Pees Pe PRE 64 | 66 oa 
Excess Ins. Co, of Am., Presidential Fire & Ma- 

. @ ....| 750,020) 5 8.35] 10.47) —3.54]......]....]... 6] 3% rine, Chic .| 250,000] 25 | 38.95) 57.75) —8.33]...... oer 

Fidelity & Deposit. haa 6,000,000} 50 | 92.78] 95.18 ).77} 9.00)....]....]165 |133 C. Sincere & ~ oe Se eS Te Cees 11 | 15 * 

Fid.-Phen. Fire, N. Y. .| 13,858,068} 10 | 30.83) 37.86] —7.31] 2.60)....]....] 553) 393 Prov. Wash., Providence 3,000,000} 10 | 37.20) 44.05) ~13.97| 2.20).-.-.|....] 58 | 37% 
‘emen's Ins, Nwrk.. .|18,792,020} 10 | 20.67]....... —1.83} 2.20)....].. 30 | 193 C. ‘A. Day. - Sa et Se Paes See Seas re ie a 

i Re OE Fe GU ae! See 223) 234]... R. I. Ins., Providence...| 2,000,000] 10 | 18.32) 24.70} 3.09] 1.20).-..}....] 27] 17 

Milliken & Peli, Nwk. eS RS Re See ee 233) 232]....).... C. A. Day & Co., Ine.].......... Sa EE i Sere ey. To ae oe ; 
Franklin Fire, Phila (N)} 3,000,000} 5 20.13} 24.79} —.93 Le... 29 | 21 H.D. Knox & Co.,Bos.|.......... SP SRATSS EE TRE on Se Oy ee 

| ees aes ee Tee See ee 21 | 23 4}.. a. Republic Fire, Pittsburg} 1,000,000} 10 | 14.14) 17.94) —65.14) 2.00]....]....] 19 | 19 

rw Falls, Glens Falls.| 5,000,000} 10 | 22.53] 28.69) *—1.06] 1.60).... 52 | 41 Lyon Cloakley & Co., 

Atkins........ Eee 26 Se ee 10 eee fl) Ue nb ,, Sees Per reer eres eereree cree 8] 12]....]. 
lobe & Rutgers, N. y. "7,000, 000 100 | 530.14] 686.37|—223.62] 28.00)... ...| 755) 490 Security Ins. Co. of New 
cwneaaell laven............| 2,000,000] 10 | 30.41) 41.64) —1.53] 1.35)-..-]....] 354] 30 

Globe Ins., Phiia. .....| 1,000,000} 5 12.00} 18.94) —10.80} 1.20)....]....] 194) 9% SF “Se Sere ee Pee Seen eee fb f ee ee 
Lyon, Clokey & Co...}.......... Ss SRR A ers See  F Rae See Springfield Fire & Ma- 

treat Amer. Ins., Inc., rine, Springfield.. 5,000,000] 25 | 86.06} 117.35) ~—12.84) 4.50)...-]....] 119) 85 

> eee 16,300,000} 10 20.00)** 24.76) —1.02} 1.60)....]....] 284) 16 C.A y & Co., Ine. cpnaeetant TS AE TS EE PS o. : ; 

> SES Tee RASS ERE RSE 25 | 26 |.. ae D: Kann te Co’ Bos: Sa Aeecateeeal BAY ERSNO! JERRY OMe CS —— ; 
Hanover Fire, N. Y.. 4,000,000} 10 32.59) 37.61) —7.81] 1.40)... 49}| 27 St. Paul F.&M., St. P’l..| 4,000,000) 25 | 124.22) 156.89 9.96] 6.00)....].. 180} 145 

A. Atkins......... Tea ORR: ERS Sess 27 | 29}.. Stuyvesant Fire, N.Y.. 1,000,000] 25 | 37.59] 57.72] 118.36] 2.00)... 55 

larmonia Fire, Buffalo.} 1,000,000} 10 | 26.70) 31.21) 2.05) 1.50)....]....] 30 | 19% << ~See See a SS RS Fe FS 39] 44]. 

lartford Fire, me ..|12,000,000] 10 | 37.57] 52.60 0.70} *22.00).... 67 | 47 Travelon Hartford... .|20,000, 000/100 | 234.81) 831.22} —29.68} 11.00)... 1120] 695 

A. &Co wanes 2 ee See Se See 563) 584 ‘ ae Tg a Geena ee ee Say ee ee 735} 750]... ; 

ford teams Boer & United Life & Ace. Con- 

a Hartford...... 3,000,000] 10 | 34.36] 46.30) 1.62] 1.60 ; 66 | 54 aE 500,000] 25 | 44.52) 108.76 2.45] 2.50)....].. : 

Conning & Co., N. Y,}.. HR RA CER: SRA ...-.| 634] 654).. oe oF Day & Gs, SS SRS 6 Se Se) Se. Sess = 

ome Ins., N. Y......./24,000,000} 10 | 25.62] 33.99] —2.64) 2.00).... ‘en U. S. Fid. & Guar, Balt.}10,000,000] 10 | 21.31] 28.36} —2.14] 2.00}....]....] 39 | 29 

5  Wereerere oe A ey Se Seen Tee Se See ee U. 8. Fire, New York... 5,000,000} 10 31.29} 42.24) —8.42] 2.40}.. : 58 | 37 

up. & Exps., N. Y.. 1,000,000] 25 40.29} 56.93] —0.07| 4.00) 28 | 31 | 414) 263 ve! 8. yee & Ship., N. Y. 1,000,000}100 | 277.91) 373.23] —33.94) 16.00}.. i 34(] 255 

dependent Fire, Phila. 1,000,000} 5 7.09 8.57) —1.03] 0.40)....]....] 12 6 F.&M., Richmond. . 500,000} 25 81.99} 110.21) —12.11] 3.50}.. , 10(} 78 

ON OS PS Se See eee Se Se fk ) Se Se wy EpESE CAPBRENM Rae RS Rey RR: Diy i | ee ae 

d Indem., Phila... .. 1,250,000) 5 7.45} 11.42) —4.82]...... a 8 4 Westchester Fire, N. Y .] 2,000,000} 10 30.20} 45.34) —8.40] 2.00}... 52 | 34 

s. Co. of N. A., Phila,.| 12,000,000} 10 46.12} 62.65) —1.18] 2.50)....].. 614} 5J ft eee eer Fe Se ae See 36 | 38 |... . 
: Common shares after consideration of par value of preferred. 2 Includes $118,301 capita' cludes $40.05 mixed claims award. 1 Paid $.20 extra in Jan., 1930. 12 Paid $.50 extra July, 
k tax incurred. * Includes $184,738 capital = tax Joy ‘Includes Casualty Dept. 1930. 18 $.50 extra in 1930. 14 Includes $.55 awards from mixed claims eommission. 16 Af- 
Sefore dividends * Includes special reserv 7 5,000 preferred $100 par—100, 000 ter preferred dividends. 1* Does not include assets of Great American Investing Co. 
mmon $5 par * Includes marine ——_ ’ * Includes $0.05 mixed claims award. * In- 
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